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APPLETON SERIES 
VENTED EXPLOSION-PROOF 
TING FIXTURES 


Close-up showing canopy, 
extra-safe multiple “AA-51" 
contact threads, and anti-vibration 
guard with V-shaped metal prong 
before engaging canopy 

notches 


Canopy is securely locked 
against vibration disturbance 
by positive engagement of 

V shaped metal prong in 
tightly sealed c anopy 

notch. This anti-vibration 
guard may be quickly re 
leased by hand pressure for 
maintenance 


ot Vv Similar in action to canopy guard, 


this Close up shows anti vibration 


guard locking globe ring to dome 
Interchange of fixtures with unit assembly, Metal prong in 
i notched globe ring to prevent 
accidental loosening This anti 
vibration guard also may be quickly 
; released by hand pressure for 
58 Second maintenance 


APpPLETON’'S new anti-vibrauion guard on all “AA-51" vented 
1 advance explosion-proof fixtures assures users Of positive protection 


Apanst 5} ark caused mi haps due to vibration condition 


Couple with mula-chread pafery design 
ughe’ contact chamber permits servicing even 
on, this new anu-vibranion puard demonstrates 
continuiny quality arch royram to | ring’ you 
in electrical products, Check these other feature 
ly screwdrive needed to ' hol 
change unit ind only 58 of “AA-51" design leadership and adaptability fe 
ide har 5s. W { { od and 
to ¢ b ladder, change requirements, rite tor coms rete information to ay keep fixture tem 
and descend perature down, prowde longer 


Sold through franchised wholesalers only lamp lite 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue, Chicago 13, Illinois 


“Full Circle Venting” 
and 
d 


\ : Automatic Malleable tron 


Reelites Unilets 
Cleaning tiatures, changing j ff) 
burned out lamps, can be 
done safely at bench 


preventing costly 


hutdows 


manulacturers of 


ST Series Connectors 


Justrial Lighting Equipment 


Lag 
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EXTRA PROTECTION 


plus Extra Economy with 
ECONOMY FUSES 


Specially Developed Metal Alloys 
These a y De they are dey 


ed 


i the extra advant 


Complete Line of Fuses 


ELECTRICAL WHOLESALERS 


SEND TODAY sor EVERY PURPOS, 
ECONOMY FUSE & MFG, CO., 2717 Greenview Ave., Chicage 14, Iii, 
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a> 
y Fuses give you Extra Protect 

/ extra protect yainst needless fuss 
4 enabdie i to elt t exactly right 
fu ecially engineered to best meet oe 
>» tor jd up to extra ¢ nome ich a 
a. Fewer repair 
Longer life for electrical equipment 
NEARLY 400 TYPES, SIZES AND CAPACITIES 
\ 
2 
Lif. 

FUSES 


SQUARE [) COMPANY 
eqguiPpMeENT 
1957 


August, 


of our 
through 


TO OUR DISTRIBUTORS 


felt that large portions 


ultimate 


cu: 

That's why Wwe 
easy for you 
things 


has Long 


30] a to the 
are 


Square D 
Lo handle 


could best be 
merchand1s1ng 
looking for ways 


equi pment. Many 
importance. For example, 
our equipment in packages 
We have encouraged you 
for you 


3 t economical 
cartons can be 


channe ls. 


to make it 
are 


distributor 
seemingly 


minor 
we have 

which 

to order 


constantly 


and sell our 


actually 
Lo 


ma jor 
merchandise 
fit your shelves. 
which 


striven 
are mos 
sO 


physica Lly 
equipment 


etandard qual 
We have 
easily. 


our 


Lo handle. 
reshipped 


packaged 


step. We have 
products. 


important 
me rchand1ise 


another 


Now, we have taken 
redesigned the labels on many of our 
The catalog numbers of the devices have been made much 
them at 4 distance. Diagrams of the 
fusible or 


read 
things 45 
For immediate 


labels 1” 


you cali 
such 


added to show 


numbe r 
have pri nted 


larger 
devices have been 

circult and 
blue 
and 600-volt labels 


breaker of poles. 
we all 250-volt 
red. 

make Square D easier 


of our "pa 


equipment 


effort to 
rtnership" 


This cont inuing 
for you to sell 18 4 basic part 
philosophy - It pays off for everybody concerned. 
- sincerely, 
SQUARE p COMPANY 
f + w. J. Moriarty 
4 
WJM:mbw Distributor Relations Specialist 
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THIS MONTH IN ELECTRICAL 
AUGUST 1957 Wholesaling 


THE INDUSTRY S SALES 4&4 MANAGEMENT MAGATING 


Print Order This Issue: 12,962 


FEATURES 


Times and Trends: “Coming: a Course; 
Needed: a Plug and a Ban” 35 


Good news about train ng and plain talk on imm al labor practice 


Here's areal 


dietite Me Small Start to $100,000 a Year Robert $. Bush 37 
f ectri ¢ at That's the electric heat sales record racked up by Electric Supply, Atlanta 
eye-opener! 
The Pros and Cons of Consignment Richard W.Noet 44 
Incisive observations on ¢ incre i tr ‘ ndustry questior 


Do you know Building Customers’ Markets Winston N. Coburn 48 
how? Ninth installment in a series on the ABC's of sales training 
How Do You Celebrate a BIG Anniversary? 53 
Moore Handley's answer? A mammoth traveling show 5 plenty { pr ‘ 


It takes the 

<a os Ever Consider Renting a Trailer and Tools? 60 
extras to get Gare, cad came with contractor 

extra sales. 


Marle’s Make-Over 64 


It's complete—from a separate fixture show m to mart 1 operating idea 


Tips On the Code B.A. McDonold 72 


The subject this month: ¢ nductors Article 


The Salesman’s Technical Notes W. J. Novak, J. F. MePartland 76 
The subject this month: Pole Line Equipment y 


Read this— 
then judge for 
yourself . 


Labor relations counsel Daniel O'Connell appraises them for 


> The Methods Unions Use to Organize 80 


DEPARTMENTS 


Credits and Collections Whot's New With Your Customers 


Letters to the Editor 6 Promotions Calendar 118 

New Products 9 Calender of Events 129 aes 
Top of the News 12 People in the News 123 rt 
News for the Industry 90 Sales Representatives 125 a 
Business index 92 New Literature 126 4 
Price index 94 New Products You Can Use 128 i 
Chuckle of the Month 96 Sales Aids 129 ’ 


Book Reviews 130 


NEXT MONTH: 


“Your Lighting idea Sales Book’’—A whopping 
big report on how electrical distributors are 

merchandising commercial, industrial and res- 
App ac idential lighting, full of profitable selling tech- 
niques you can use. 
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Credits and Collections 


GEORGE D. FARLEY, Another month, another issue—and 

ROBERT S. BUSH, time once more to chat about this 

JOHN D. MARTIN, / ' and that. 

M. B. FURMAN, 


Want to learn about an electric heat 


HOWARD J. EMERSON 
E. DEVENDORF 

G. B. BRYANT, Jr 

D. mM. KEEZER 

JF McePARTLAND 


sales program that takes in an entire 


state? See page 37. ¢ elebrating an 


inniversary this year? Don't do a thing . 


tll you turn to page 53 
And if it’s plain talk on a contro 
versial subject you want, don’t miss 


Dick Noel's observations on consign 


ment (page 44). In submitting this 


piece to EW Dick also passed along 
B SHAW, \dvert g Sale ye this 


anecdot A friend recently told 


him that years azgo—-when he was a 


district sales manager for a large elec 


JAMES 5. COLEMAN, 

CHARLES F. MINOR, Jr., 

REAM 

R. A. HUBLEY 

EDWARD P. GARDNER 

R. C. ALCORN, 

R ANTLES 

H. POWELL, Atlant 
F. SCHIRMER 


trical manufacturer—his brand new 


secretary asked him to sign a freshly 


type d letter 


In reading it he noticed that she 
had mustakenly typed “confinement” 
for “consignment.” 

My dear he said you dont 


know how accurate you really are 


but you'll have to change the spelling 


W. W. GAREY, Publiche nevertheles 


A. |. DeWEERDT, tion M Still in the light vein, here’s one 
that’s high up on our monthly silly 
. story list. An Englishman — visiting 


our Southwest for the first time—was 
arguing with a Cherokee brave. 
ELECTRICAL WHOLESALING The Briton listed the names of all 
the great English who contributed to 
the development of America. Then he 
demanded, “what have the Indians 
ever done for this country?” 

“Well,” said the Indian, after some 
thought, “did you ever see any kids 
playing cowboys and Englishmen?” 


with Wholesaler's Salesman 
} 
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Wed 


like you to meet 


STOCK GENERAL ELECTRIC Coo 
BALLASTS. This can mean Wh. Vice Pr 


bigger profits for you. Give 


our customer the ballast he 


ceeds when he needs it! nent plie 1 aps es Position and 
. company connection must be indicated on sub 
G E.’s full-line stock plan ca scription orders 


help bring quick, easy sales to 


you boost Your sale Ss dol $ 
lars. Your local G-E Apparatus te a? 
Sales Office can tell you how 
you can meet most ballast re 
quirements by stocking as few Sam Reifler, summer statler on EW 
18 10 ballast types. Call today! e and change of address to Subscript Sam's 4 sophomore at Columbia Col 

General Electric Company, West 4 New York 36 lege, majoring in English. We feel he 

1 N York 401-4 cl 2 came to the right magazine. You see, 
‘ this is the first summer in seven that 


possiate, he hasn't worked in his dad's estab 


GENERAL ELECTRIC ishment Festa Sop 
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THE 


DUAL-GRIP 
ENTRANCE HEADS* 


g 


LOOK FOR THE PATENT NUMBER 
YOUR PROTECTION AGAINST COPIES! 
*U. S. PAT. NO. 2,739,999 


“Dual-Grips'' save your customers time and money 


When *'Dual-Grips"’ are used on EMT, 


your customers know they're ‘‘on to stay 


with no special fittings. 


With rigid conduit, the electrician just slips 


the head on and tightens the screws 


No valuable time wasted cutting threads 


Lightweight aluminum alloy — moistureproof 


rustproof. Six sizes 


NEW COMBINATION ENTRANCE HEADS 


head and reducer in one compact 


easily installed unit! No mast threading 


For 2” or 22" rigid conduit or pipe ' 


MR WHOLESALER 
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Colorful 
Comfortable 


Get Kraeuter’s 
All New'CG" Pliers 


in red, blue, 

green, yellow 


Krareven has done it again. Now for the first time 


you Can secure ind color ilong with Knart reR 
it no merease in cost 

Every 
rip of thick vinyl to make 
“COG 
fication—easy to locate 
partmental color coding in your plant. All Krarorern 


solid journt plier has a cushion 
your tough jobs eas All 
identi 


cushion provic 


ivour tool box icle il for de 


“CG"* cushion grip pliers assure you comfort and 
ease on the job 

Whether you use side cutter 
other quality pie rs in Kraeurer’s long 


diagonal lineman’: 
or one of the 
line, you will find “CG cushion grips a standard 
feature at regular price 

Ask your distributor for Knaroren “CG's today 


ind put ease in your work 


BUY THE FINEST CG Cushion Gripped Plie 


BUY KRAEUTER BUY AMERICAN 


AS MODERN AS TOMORROW 


kraeuter &cCo.inc 


FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960@ NEWARK.N. J. 


LETTERS TO THE EDITOR 


The Forward Look 


Dear Sir 
| have been reading the 
George D. Fark entitled 
Tomorrow's Salesmen Today,” in your 
May and June issues 
the material in this artick 
subject | 


will present at our mid-year sal 


artick 


Training 


tics in very well with the 


mecting 


Incidentall t has been interesting 


to note that several of our distribu 


tors have received recent recognition 
in your magazine, one of them being 
the Meletio Electric Supply in Dalla 
lexas——another being the Englewood 
Electric Supply Co. in Chicago 

R.H 


ORTHOLEER 


ASSISTANT SALES 


COLUMBUS 


MEG 


PROO 


OHlo 


e Reprints of the 24-page special re 
port lrainine lLomorrow’'s Salesm 


TODAY are avatlahle at S5O0é each 


Popular Series 
Dear Siu 

We would like to order sixty (60) 
Technical Notes on Ek 


reprint. No 


copies of 
trical Equipment 
which includes protective devices, Ca 
pacitors, wire ind cables, etc 

J. CRANSWICK 
MANAGER 
CANADIAN WESTINGHOUSE St co Lib 


TORONTO, CANADA 


e they're on the way, reader Cran 
wick. So far we've had 4,148 request 
econd installment of “Tech 
nical Notes 
The price? Just SO¢é each, Write: Re 
print Department, Electrical Whole- 
saling, 330 W. 42nd St., New York 
16, N. ¥ 


for the 


on Electrical Equipment 


Dear Su 

pon com ietion of the series on 
pole line equipment by J. F. MePart 
land and W. J. Novak, please forward 
us ten (10) copies of the series 

We would like to use these in our 
Alexandria training program 

JAMES W 

BROWN-ROBERTS PLEC CO., IN¢ 


Groopwt 


ALEXANDRIA, LA 


e Installment 1V—-last one on pol 
line equipment in The Salesman 
Technical Notes 
Incidentally, early next 
year we will reprint the ]2 


—starts on page 76 
of this issue 
appeal 
ing in 1957—or possibly publish a 
hook incorporating the entire 48 in 
stallments 


Eu since 1954 in announcement 


which have appeared 


ill appear later this year 
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RESCENT 


Now your 5 best-sellers are self-sellers . 
in Sylvania’s new starter counter-display carton 


Hlere’s how Sylvania Simplifies 
starter selling for your customers: 
New cartor 


purchased 


Pop up lop 


Sylvania ha 

highting need 

your dealer 

! the full 7 

or the full - Every Sylvania starter 

SYLVANIA ELECTRIC PROD ) . ( 
Lighting Divi 60 6B i 
In Canada: Sylvania Electr Pre 
Shell 


Ss LVA N A .. . fastest growing name in sight 


LIGHTING RADIO . ELECTRONICS TELEVISION ATOMI( ENERGY 
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@ 4% per box kee tock availal 
@ flat carton simplit nver — 
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/ BNNOUNCES 


PACKAGE 


You know our present package. We hope you'll come 
to know our new one better. We believe it's another 
step forward in merchandising our products. 
MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 


Chicago 12, 


q Z 

‘4 

ry 

/ 
/ 
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NEW PRODUCTS 


Magnetic Motor Starters 


General Electric 


magnetic motor starter 
construction. Components simply snap 
or slide together for quick installation 
spected in seconds without using tools 


setting adjusts to plus 


removable enclosure 


ind multi-speed forms 


lO-hp at 440-, 

Applications: Company recommend 
new starter for use with machine tool 
pumps, hoists, blowers, saws, tans 


food 


enters and also tor ce! 


mixers, Compressors processors 


motor control 


tain lighting and heating systems 


Fluorescent Lamps 


Sylvania has announced expansion ot 


pany suggests lamps’ us« 


standard start pre-he 


Recessed Wall Heater 


Series heavy duty fan ly pe 


gives flush appearance 


vidual thermosta 
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Hook-up Wire 


Rome Cahle Corp Rone \ ) 


Thin-wall insulated hook-up wire doc 
thick jacket 


compan 


not require Overbraid o1 


and thus according to 


offers 25 per cent less initial cost 
resistance in use of 
eflect ot 


elim 


less contact pen 


trating terminals, minimum 


humidity changes, wire breakage 


ination, inter-wire Capacitance 


easier and more effective inspection 
Trol-E-Duct Light Units 


Swivelier Co Ine 43-340h 
Brookiyn 32, 


Recently 
idjustable 


announced are universally 


light units with spring ten 


ion sockets designed for use on Bull 
Dog Trol-E-Duct (providing instant 
power along its entire length). Com 
bination 1s aid to provick flexiblh 


lighting ystems, without delay of 


downtime tor store windows, interiwr! 


vallers displays, exhibits. Unit 


wired and ready to us 


compl 


ire available in tour shade design 


ind single or double non-shade types 


iccording to the compan 


Commercial Fixture 


Fluorescent Fixtures of California 
Shaw Road San hranci 
Calif 
Shallow wide area (modulat 24-1n) 


designated 
high 
installation 
same light 
Metal en 
type provide 
held by 


louver 


luminaire by All-Brit Is 
Widelouve Unit has a 
light 
fixtures for 


direct 
component of thus 
requires 


level 


louvers 


maker claims 
baflle 
35-35 shielding, are 
visible | 
Surtace or recess 
ivallable 


inv 
closed 
non 
m 


itch on each 


mounting types ar 


Radiant Heat Screen 


Columbus 


Industru 


Ind 
Company announces development ot 
i portable radiant heat screen Styled 
in black quilted vinyl with silver em 
ho inv ind mold colored the 
heater takes the form of three-panel 
creen SS-in high and 64-1n wile 
providing 20-sq ft of radiant heating 
irea. It is Suggested for use in doctors 
othice hospitals est homes and othe: 
similar nstitution and 
erve as decorative turniture piece a 
well a heating nit Heat can be 
focused on individual | turning mn 
end panels and, employing infra-red 
heat ray it never becomes hot to the 
touch, nor will it) seorch anything 
oming im contact with it. Sereen 1 
equipped with thermostat automath 
cut-off, on-off switch and pilot light 
detachabl ord. Operate on 
110) current 


we 
Baseboard Heaters 

Ano. ille len 
Addition ol 10 heatet 


heating line | in 


models to compan 

nounced. Units feature batile arrange 
ment nd to project heated air cul 
rents into room, away from wall, gi 
ny leanel operation Baseboard sec 
thon high, onl in thick 

ontains thermostat control, Model 
we rated te OOO watt 


Central Cleaning System 
Woodlawn iv 


Premier Co 

St. Paul 1, Minn 

Central leaning tem former| 
used primarily in commercial estab 
lishments. are now designed tor home 
us I he tem climinates handling 
ot vacuum cleaners b operating 
through light flexible hose which plug 
nto recepta le pla ed oi wall or 
flooring Three to six outlets, depend 
ing on hous i74 ire connected b 


vacuum unit in 
According 


emptying | nece 


onduit tubing to the 


the ment puruape 


to manulacturet 


ary only three or four times annuall 


ind the installed tem's cost is i 
than most automatic washers. Can b 
nstalled by contractor along with ele 
trical conduit; equally practical toi 
nm or remodeled home: 


5, N. } t 
New “100 Lin NEMA size 0 and | 
ats 
. > ~ 
Overload (ip 
or minus 15 per cent of nominal heat ts 
ak 
r rating. Small size light weight, ad ‘et 
led Wiring spac’, 
sides (see photo) are among features (oe 
mentioned, Units come in contactor Ba 
non-reversing, reversing, Combinaion, 
up to 5-hp at 440-v; size | rated fot 
sylvania Electric Products, Ine 
Salem, Mass 
its reflector fluorescent lamp line 
1S types. Lamps have inner white 
reflector coating covering more than ; 
half lamp’s circumference, applied 
between glass and phosphor. Con- 
is need for greater brightness, con ) 
trolled light, facility of cleaning or eG, 
economic use of space I xpanded line 
now includes four rapid Start four ee 
be 
= 
lhermador Electrical Mie Co 
Calif 
NWN 
heater circulates heat in winter, air in 
summer. Fits between 16-in o.d. studs eae 
Vents or flues 
are not required. Available in OOO 
to 4,500 watts, with or without indi c 


MR. JOBBER: 


This ad is making sales for you right now in 
the 5 leading electrical publications. 


Rotary-scale volt-ammeter 


150/300 
VOLTAGE RANGES 


NOW! A preat new rotary-range AMPROBE with all the voltage and 


1. SEE ONLY ONE SCALE AT A TIME. 4 current ranges, 2 voltage 


range eact jle of its own. Every range you ne¢é 
e saving tester! 2. ONE HAND-OPERATION! Range selector 
knob is night next to your thumb. 3. NEW MAGNIFIED DIAL... 


LONGER SCALE LENGTH. Greater visibility, greater accuracy than 
ever before. 4. POINTER-LOCK “FREEZES” POINTER AT READING 


Use the RS-2 any place your hand can reach—Needle can be locked 


in place so that you may read it away from conductor 


The only tester of its kind 
at the low, low price of only 


‘ 


dont guess at it: ; AMPROBE 


There's an AMPROBE for every job and every budget 


PYRAMID INSTRUMENT CORPORATION, Lynbrook, WN. Y. 
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current ranges you need t Here's why AMPROBE RS-? 1s 4 ways = = — 
2 easier to read than any other test instrument you ever used = Sway | Amp 
AMP : 80-/ 
|} $ 85 
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Floodlighting Units 
Stonco Electric Products Co., 

ilworth, N. J 

lwo 

ing troughs 

tough 


Ken 


new series of weatherproof wir- 


and splice boxes, die 


aluminum 


cast of alloys, are 


said to increase efficiency of out 
door floodlights as well as cut costs 
on equipment, installation and main 


tenance Design allows installations 
3 to be laid out with fewer clusters 
Wiring troughs come in sizes trom 
to 22-in, hold up to 12 lamp 
holders Splice boxes come in square 
- round and hexagonal shapes. All | l 


ipproved 


General Purpose Relay 


he lo« Sienals Inc Lon { 
Branch. N. J 
General purpose relay incorporates 
interchangeable coils and removable 


multi-position bas« Company notes 
design details such as small size 
of metal strap ofr bakelite 
mounting ba choice of coil volt 


es, choice of terminal connections 


Some sug 
tor control circuit 


rested applications are mo 


fractional hp mo 


lor starters; Operation of signal de 


es: relay in circuit 


Hidden Heaters 


Ldwin Wiegand Co 
Thomas Blvd., Pittshureh 8, Pa 
- Chromalox Floor Drop-In Heaters 


have been designed to provide modern 


homes 


equipped with floor to ceiling 
with 


vindows beneath-the-window 


heating to combat large losses of heat 
involved with large windows. Electric 
heater is mounted between floor jorsts 
below tloor level completely out ol 
way of window glass, furniture or 
view. Assembly consists of rectangular 
metal housing, metal-sheathed Chro 
malox Finstrip heating element and a 
top floor grill. Installation is perma 


sembly may be lifted out 
Available for 


nent, but a 


for cleaning of iaterior 


4 


120- or 240-v ac installation with 
output of 350-w (1194 Btu) in 14-in 
length and 750-w(2559 Btu) in 30-in 
length. Heater normally controlled 


through individual room thermostat 


either 


line or low voltage typ 
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Bell Reducer 
J. A. Weaver Co., 2110 Hi 
St. Louis Mo 


bell 
cable IS 
both threaded internally 

one BR >] threaded on 
end tor |l-in water tight 
other, BR-2114, threaded for 


tight connectors. Com 


Aluminum reducer for type k 


entrance now available. Two 


for 


types 

In pipe 
smaller con 
nectors 
l'4-1n water 


pany says reducers were designed 


specifically tor use on installing mast 
IV pc Crvicc 


Pushbutton Switch 


Vicro-Switch diy Vinnea 
Honeywell Regulator Co., Free; 
II 
Snap-action switch can be mounted 
horizontally and vertically on 
centers. Single assembly includes ind 


with two sub 
double 


cording tw 


light and switch 


miniature 


cutlor 
single-pole throw 
element \ 
long lite of indicato 


fastened 


switching 
manutacture! 
bulb ts 


fo outel 


insured becuuse it 1s 


body of switch, climinatin 


button actuation shocks 


Weatherproof Devices 
Royal Llectric Cor Pawtuc 


hour new iddition blip- bite 
line: two universal plate vith “Phy 
covers to fit Standard duplex or singel 
gang outlets or switches (each 4 ked 


in individual 4-color  polyethylen 


bag) Iwo veatherproot prounding 


receptacles vith haped ground 

Fuse Clips 
Iisco orp / 

Ohio 


Variemount i 


Cincinnati 


Wire-reintorced fuse lips and 

made of 100 percent clectrolytt OF 
pel int nd to provide gre iter con 
ductivit vith lower heat rise Stecl 
wire reinforcement grips uses to with 
stand vibration and shock. Size 
and 60-amp availabk in both 


and also LOO imp 


Industrial Fixture 
The Miller Co VUeriden Con 


New &-ft industrial fixture is planned 
to harne the high lumen output 
of Power-Groove fluor ent lamy 
Unit feature in Al zak aluminum 
reflector with cro 
shielding. User ir issured n 
comlort with high levels of lightin 
and vith fewer fixture iccordiny 
to the ompany New Ip 
unit iS ted to find Vick ist 
at mounting height ims the wo 


And sided 
maker talk ley upward 


miiort tea 
tru 
light component. Also, open top pr 


vides ventilation elf-ch 


NEW PRODUCTS 


Luminaire 
Philade a_ klectrical Mf 
\ rs Philadeip/ 
Pa 
Pemeo walkway and shrubbery lumi 
naire has 36-in) aluminum reflector 
finished in iked enamel white mn 
le iteide. Pertorated alumi 
num cone pr is lamp and, accord 
ne t ompany, provide i cistinctive 
light ittern. Pok tecl 


ved steel luminum complet 


vith hardware, but not lamps or trat 


forme Lumin coommodat uy 
mercu lamp 


Automatic Room Heaters 
We Llectru Cor 


( r, Pitshureh 30, Pr 

mpan hu miroduced fou new 

oom heat markin it cturn te 

| th Husin 

ust moxtel fun-toreced 
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Grounding Devices 


Has Hubbell In Bridgeport 
C ompletel | of Vite 
t-lhock’ d es tor 
lin purp nl we nonin 
terchan tt revulatr Twist 
Lock ke Ih new bine 1700) 
nm clibow haped round 
lot ! h permit msertion of 


Industrial Switch-Plug 


British Central tLlectrical ¢ 
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TOP OF THE NEWS .. . and its significance to you 


Rosy Picture for Margins 


Short Course for Tyros 


Snafu Over REA Service 


Atoms for Electricity 


it May Surprise You 


NARDA Survey 


Hot Enough? 
—It's Getting Hotter 


If you need to don rose-colored glasses when you scan your own 
balance sheet, turn to the News for the Industry feature, page 90, 
and you'll find that things are really rosy for overall corporate 
profits, margins. Incentive to invest is still strong—especially in 
modernized equipment. [he challenge ts to sellers of equipment—to 
prove its cost-cutting prowess. Electrical equipment wholesalers 
should take this hurdle. Same page starts the Dept. of Economics an 
nual review and preview of 24 important industries—your prospects 


Where—in just 111 hours—can a fledgling-wholesaler-salesman or 
counter or warehouseman get the basic product and application 
knowledge he needs for advancement in this industry’? Answer: In a 
special evening course that NAED’s Southern Area, Western Region, 
is Sponsoring starting in September. Area wholesalers chart the 
course, select the permanent instructor, provide the students. The 
Los Angeles Trade-Technical Junior College donates a classroom 
pays the instructor, provides supervision. For story, turn to page 
106. EW’s plaudits appear in Times and Trends (p. 35) 

NAED’s education committee is circulating details of the plan to 
all members, encouraging them to discuss possibilities of local train- 
ing courses in other areas, Favorable response from several cities 
large and small—to this type of training ts already on record. Full 
list of subjects covered in the course is available from NAED 


Some congressmen are concerned about the fact that REA money 
is going for non-farm electrification. [his is permissible as the law 
now stands, allowing REA to bring electric service to unserved 
persons in rural areas, defining a rural area as that not included 
within the boundary of a city or village with a population over 1,500 
The particular example causing concern ts the Sacramento, Calif., 
municipal utility district. This district has used rural electrification 
funds to install electric service in suburban developments outside 
Sacramento city limits 


Public power advocates—the American Public Power Assn.—con 
vened in New York City late in June. Senator Jackson (D., Wash.) 
was the keynoter. His topic: “Atomic Power: The Technological 
Challenge’; his thesis: eventual overcoming of all obstacles through 
scientific research, making atomic power an economic, efficient means 
of furnishing electric power, in use throughout the country. He noted 
that “ultimately, when atomic power can be sold to the public at 
attractive rates, it will be sold by your (APPA) members, and by 
private utilities, not by the federal government.” 


What would you guess was the electrical wholesaler’s share of the 
half-billion dollar market in distribution of wire and cable? The an- 
swer is in a special report beginning on page 102 


What actions will dealers take to improve their lot in 1957? In the 
recently released NARDA_  costs-of-doing-business survey, 8&5 per 
cent gave indications of specific actions to be taken in 1957. Among 
the plans: new emphasis on products like hi-fi phonographs, air con- 
ditioners, kitchen equipment (built-ins), dishwashers, freezers; offer 
ing new services like furniture, heating equipment, commercial air 
conditioning, effecting economies by “reducing operating costs.” 
Specifically: cutting down on advertising, reducing the number of 
lines handled, improving inventory control methods 


Climate is changing—a long warm weather cycle is in the offing 
See Book Reviews, page 130. How will that help boom the market 
for electric heat? Someone has to sell the counterbalancing load 
for air conditioning. This was a strong point used by a Georgia dis- 
tributor in pioneering a $100,000-a-year state-wide electric heat 
sales program. For details, turn to page 37 
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RACOS You Can Always Rely On RACO 


ADJUSTABLE BARS 


vy QUICKLY POSITIONED 
Vv EASILY INSTALLED 
V SAVES TIME 


NEW STOP-LOCK 
Prevents bar from slipping apart accidentally 


Permits separation of bar af desired 


SELF-GAUGING 


SERRATED NAILS ARE 
PRE-ASSEMBLED TO THE BAR 
\ 
Ready for immediate installation = 
No hunting for nails 


4 
SHALLOW OFFSET DEEP OFFSET 


Place gauging lug against Straighten gauging lu, 


THE ONLY BAR ON THE MARKET WITH 
RIGID CONSTRUCTION 


RACO Adjustable Bars have been vastly 
improved. Note these extra advantages . . 

pre-assembled serrated nails for easy in 
stalling ... self-gauging lugs for fast posi 
tioning ... friction stop-lock that prevents 
bars from accidentally slipping apart. High 
quality electro-galvanized finish. Write 
ONLY 4 BARS DO THE WORK OF 16 


today for new bulletin describing these 


superior Raco Adjustable Bars. Simplifies sto k control requires less investment 


in inventory. Two sizes fit most every job 


ALL-STEEL EQUIPMENT INC. Avrora, Illinois 
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Blackhawk Industries’ SNAP STRAP 


original snap-on 
snaps tighter holds its grip 
easier sell because it’s easier use 


Why it’s better... 


The SNAP STRAP has the “hold 
bump” at the open end of the bracket 
really grips resists slips like an 
alligator wrench! Ribbed bracket adds 
to the snap, provides rigid contact 
support of the conduit. 


Quick installations, 
more jobs, more sales 


Faster installations mean more profit for 
your customer and for you —and 
Blackhawk Industries’ SNAP STRAP 
means faster installations 

eliminates time-wasting fumbling, 
dropping, annoyance — all the temper 

is in the SNAP STRAP. 

The SNAP STRAP is made of heavy 
gauge steel, zinc plated after fabrication. 
Made in a wide range of sizes for 
rigid and thinwall conduit. 


“Patent Pending” 


Electrical Wholesalers 


Write for 
FREE catalog 


lackhawk 


n d US fr i es DUBUQUE, IOWA 
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M-1555 
retail $49.95* 


M-1551 
retall $12.95* 


retail $11.95* 


SELL 


MOE LIGHT 


FOR BIG VOLUME—HIGH PROFITS IN ’57 


fl NEW CATALOG Your one complete line . . . to fill 
Make your stocking and s« lling easier and more effec. 
full color how 
tive with the one comple te line Mos Light New, 
room in print’ thot sells 
se lighting fixtures on sight modern beauty at sales producing prices, plus a full 
\y PS line that answers every lighting requirement, Add the 
} NEW colorful “showroom in print” catalog and you 


can’t miss making “57 your “boom year” for fixture 


sales. with Moe Light. 


opr Weet 


The dramatic three-piece “Brandy Snifter"’ chande- THOMAS INDUSTRIES INC. 


lier outfit shown above is just one of many matched 
Originators of MOE Inspiration-Lighting 
ensembles in Moe Light's new line. Your local Moe 


Executive offices: 410 S. Third Street, Louisville 2, Ky., Dept, EL-8 


Light representative will show you many other 


matched ensembles of both indoor and outdoor Fact t 


fixtures. 
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~ GIANT BULBSNATCHER- 
TO ROCKET G-E BULBS 


« “I was a bulbsnatcher. 
Now I’m a better 
bulbsnatcher. I 
“Snatch”’ bulbs only 

. from G-E 4-bulb 
cartons... regular 
or Coloramic.”’ 


wart 
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COLORAMIC CAMPAIGN STARTS SEPTEMBER 10 
SALES DURING PEAK BULB-SELLING PERIOD 


1. GREATEST ADVERTISING CAMPAIGN 


During September and October—the start 
of your best light bulb selling period—G.E 
2 is concentrating millions of consumer adver 
tising messages. Full page Coloramic and 
Bulbsnatcher ads, in color, in September and 
October issues of America’s biggest circula 


J tion magazines reach more than 130,000,000 . 
/ readers (see at right). Over 30,000,000 TV } 
BULBS NATCHER AD 
viewers will see each of the hard-selling  Butbsnatcher ad tells 


General Electric Bulb commercials on 
CHEYENNE, highest rated one hour dra- bebits 
matic show on TV 


COLORAMIC AD | 
ra show 


2. 2 OUT OF 3 PREFER "G-E 


Actual side-by-side tests provethatG-E ! son ‘ 4 = 
Bulbs are preferred 2 to 1 over competitive 


aa 
brands. Use this important information to s 


get your dealers to stock up now on all 


popular sizes of G-E regular and Coloramx 
Bulbs 


3. NEW, VERSATILE, SELLING DISPLAYS 


Designed to help your dealers get maximum 


LIFE 


Betler Homes 


sales at this peak bulb-selling period, G.E 


has a great array of merchandising aids in 
cluding corrugated merchandisers and flash 


ing light displays that can be changed from LOOK 
J Coloramic to Bulbsnatcher theme in seconds 
ra Make sure that your dealers get this mate POST 
Pa rial on time—and use it! 
Jeaders 


“GE BULBS 


Announcement of 


BE Fluores 


new G 


cent Lamp for the 


home follows this 


advertisement 


Don't miss it! 


Get set for G-E's Rocket to Profit’ Campaign starting September 10th! 


GENERAL 
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General Electric Announces: 


New G-E 


to broaden home market...simplify 
stocking ...make selling easier 


Broadens home market— | 


of light from poorly chose 


e never used fluorescent before 
it tounstall them in their home 
2? Simplifies stocking — Your dealers carry 
only one lamp for all home use in all 


regular sizes including cireline 


Makes selling easier — Now dealers 
ill Anow Home-Lites are 


MAGAZINE SPREADS AND TV COMMERCIALS 
TELL MILLIONS ABOUT NEW G-E HOME-LITES 


} September. October and 
rday Evening Post and Better 
ree - 


e an ade- 
nts in all sizes 
»., Large Lamp Dept. 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 
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this Republic “Inch-Marked” E.M.T. idea along... 
THE BEST COSTS LESS INSTALLED 


Passing Republic ELECTRUNITE E.M.T. ideas, suggestions and 


information along to key customers and prospects helps make 


INCH-MARKED 
sales gains. This attractive counter merchandiser is another that 
promotional item offered to all ELECTRUNITE distributors, [1 Bender for easier fat 


tion, In sizes % 


contains 100 Free copies of Republic's popular pocket-siz 


booklet, "The Bending System”, imprinted with your name sae 


iddress and phone number. 


“GUIDE-LINED” . . . newest exclusive sales 
Packed with step-by-step illustrations, diagrams, data, this feature for easier bene alignment and 
better visibil: 
$6-page two color booklet explains the ease of making accu 
rate back-to-back bends, saddles, stubs and other Republi 


ELECTRUNITE E.M.T. installations! 


Get your counter merchandiser today. It's Free! Just call 
your Republic representative or write us, And remember, each INSIDE KNURLING . . . another ELECTRUNITE 
exclusive. By actu makes wire pulling 


booklet you pass out will help pass more Republic ELECTRUNIT! 


easier. In sizes '/2", and 


E.M.T. profits along to you! 
ACCEPTANCE... first in preference by brand 


name in unbiased surveys an ELECTRUMNITE 


EPUBLIC STEEL AND TUBES DIVISION fouture 


215 East 131s? Street + Cleveland, Ohio a BENDING INSTRUCTIONS 
ELEC TRUMITE® 


an 
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NINE YEARS PROVE THAT NOTHING EQUALS 
CURRENT LIMITING ABILITY 


AND WIDE SCOPE OF APPLICATION 


Amp-trap4 Form 600. Provides back up protection for circuit breakers, motor starters and 
distribution equipment, Prevents thermal and mechanical damage from short circuits with 


high available current. Runs “cool.” (Ask for Bulletin No. 514-7) 


Available in Ampere Ratings of 60, 100, 200, 400, G00 and S000 Interrupt uy 
BS000 Ammype res at LOOO Volts, (Ask fo: sper ial information ) 


Amp-trap® Form 208 For 120/208 Volt A.C. Cireuits. Interrupts up to 560.000 Amps 
Inticipates and prevents build-ups of heavy fault currents and gives arcing fault protection 
Runs “cool” because ithas very low watt loss. (Ask for Bulletin No. 514-8) 


Amp-trap® Form 101 For 65/130/250 Volt circuits in rectifier, electronic and power 
applications. Built in many ratings such as 1, 2, 4,5. 7, 8. 10, 12, 15, 20, 30, 100, 150 

250, 300, 350, 400, G00, BOO, LOOO, 1200, 1500, 2000. 2500, 3000, 3500. 4500. 
8000 and 10,000 Aiaps, Interrupting tests in the highest power ranges show that Form 101 
vecomes Current limiting at about 4 times its normal current rating. This has never been 


whieved by any other protective device. (Ask for latest bulletin. ) 


Amp-trap® Form 430 For A.C. circuits up to 600 Volts D.C. circuits up to 250 Volts 
Made the 480/277 (now 460/265) Volt high power network systems possible. Inte rrupting 
lests up to 500.000 Amps prove that this is the only Current Limiter that meets this system’s 
requirements for both interrupting and arcing fault protection. Runs “cool.” 


(Ask for Bulletin No. 514-9) 


When you want to anti tpate and prevent destruction from current or arcing faults in all 
general power or electronic circuits, call on us here at Chase-Shawmut. We'll help select the 
right Amp-trap for your particular application, There is one for every purpose 


®Amp-trap is a registered trade name of The Chase-Shawmut Co. and refers to a current limiting device and herein is 
written Amp-trap 

Amp trap 18 covered by one or more of the following patents: 2,557,926; 2.592.399: 2.594.315. 2.599.646: 2.647.970: 2.653.203 
2,658,974; 2,662,140; 2,665,348; 2,670,418; 2,681,398; 2,703,352; 2,713,098; 2,734,110; 2,734,111; 2.734.112: 2,740,187: 2,740,735; 
2,761,932; 2,770,757; 2,777,033; 2,781,434; 2,794,095; 2,794,096; 2,794,098: 2.794.099: 2.794.883 
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(not fuses) 


Available in Ratings 
from \, Amp. to 10,000 Amps. 


PROVEN 


The ORIGINAL Current Limiter with ratings up to 5000 Amperes, 
The ONLY complete line of Current Limiters. 


The ONLY Current Limiter that has been proved both in the laboratory and on-the-job 
again and again. 


The ONLY Current Limiter that can interrupt 200,000 Amperes symmetrical over the 
entire Ampere Range. 


The Amp-trap is a true Current Limiter because it sto; 
circuit currents before they become destructive, Fuse 


high powe ¢ 


ame.tnars The Surloh 


THE 
373 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


1957 The Chose-Showmut Co. Subsidiary of |-1-4 CIRCUIT BREAKER CO. Phitedsiphia, 
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GENERAL CABLE 


BUILDING 


immediate delivery 
through over 500 Authorized 
Distributors! 


a 
be a] Make your job easier, save time and money: rely 
wl on General Cable’s Authorized Distributors for 
*) prompt, on-time delivery of your wire and cable 
a needs. Over 500 Authorized Distributors are backed 
av up by large stocks in General Cable’s Distributing 
- Centers strategically located from coast-to-coast. 
mi For the best in quality and service, buy from an 


Authorized General Cable Distributor. 


GENERAL CABLE CORPORATION, 
420 Lexington Avenue, New York 17, N.Y. 
Offices and Distribution Centers Coast-to-Coast 


for quality and service... specity GENERA CABLE 
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SET 


TIGHTER-GRIPPING twin- 
bite cup-shaped screwpoint. 


4 
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Only as an Edwards Distributor can you offer fire warn 


ing systems that cover every building requirement, what- 
ever the size, design, or use! Because kdwards makes every 
type of fire alarm, our Technical Specialist can always 
work with you and your customer to recommend one that’s 
exactly right for each particular installation 


Over 80 years of experience in designing and manufactur 
ing signaling systems assure easy installation and absolute 
dependability in every Edwards system, whether manual 
or automatic, coded or non-coded, for homes, schools. 
institutions, or commercial buildings of any size or design 


Complete technical service backs you up on every sale 


Capitalize on this profitable and rapidly expanding market 
by helping your customers promote modern fire alarm 
systems properly installed by reputable Electrical Con- 
tractors. Your dealers can recommend Edwards with com- 
plete confidence. Systems will meet local and state codes, 
and are Underwriters’ listed where applicable. For specific 
information on any application, see your Edwards Tech- 
nical Specialist or write Dept. EW-8, Edwards Company, 
Inc., Norwalk, Connecticut. (In Canada, Edwards of 
Canada, Ltd., Owen Sound, Ontario. ) 


Specialists in Signaling Since 1872 


WARDS 


DESIGN * DEVELOPMENT © MANUFACTURE 


ZONALARM — New! Fully automatic 


TYPE CCVA — Simplest supervised sys 


TYPE SSAMR — For smaller buildings: 


Zonalarm system protects large homes 
and farms 24 hours a day, regardless 
of power failures...sounds alarm 
and indicates location of the fire at 
a central point. Economical protection 
that’s unique in its price range 


TYPE SSA—For large buildings. coded 
signal throughout the premises tells 
where alarm was sounded, locating 
the fire while it gives the evacuation 
signal. Fully-supervised system sounds 
a special trouble bell if there is any 


tem sounds an evacuation alarm with- 
out indicating location. Closed circuit, 
full supervision assures instant warn- 
ing whenever system becomes inop- 
erative due to open circuits, grounds 
or other defects, 


TYPE PSSA Pre-signaling system 
sounds a coded signal at certain sta- 
tions only... authorized personnel 
must initiate general alarm. Prevents 
needless evacuation, protects against 
the effects of false alarms 


sounds a distinctive alarm signal. For 
buildings where automatic location 
is unnecessary. Full supervision with 
trouble bell guarantees continuous 
protection. 


TYPE SSAM City-connected system 
sounds a coded signal within the 
building and also at the municipal 
fire headquarters, entirely automati- 
cally. Recommended particularly for 
large schools and institutions. 


fault in the system 


TYPE AMVAD — Completely automatic 
system combined with manual alarm 
stations, gives 24-hour protection. Op 
erates regardless of power failures. 
Sounds evacuation signal, indicates 
location of fire at a central station, 
may be used to signal municipal fire 
headquarters automatically. Fully 
supervised for complete safety 


HOME FIRE ALARM—For small homes 
the finest low-cost protective feature 
possible. Edwards Home Fire Alarm 
is an inexpensive, complete system 
U.L. listed detectors. Installation 
needs only low voltage wiring between 
detectors and signal unit, gives instant 
warning of fire. 
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IN YOUR STOCK 
and ON THE 


Gan you tell 16/2 SJ, 18/3 SI and 18/3 SJO apart? 
(only 0085 inch difference) 


NOW YOU CAN! 


CORNISH makes it easy for 
you by printing the specifica- 
tions plainly, right on the 
jackets. 

Saves time .... confusion... . costly mistakes 


For replacement and for original 
equipment. Designed, engineered 
and manufactured by one organi- 
zation specializing in the skills 
required to produce the BEST in 
modern electrical wires. 
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Highly functional—yet strikingly im- 
pressive, describes the new Terminal 
Suilding at Cleveland's Hopkins Airport. 
It’s part of an $8 million improvement 

YOUNGSTOWN program that will restore Cleveland’s 
position of national prominence in the air 
transportation industry. 

Planners of the airport’s revitalization 

“BUCKEYE”’ project wisely specified Youngstown’'s 
“Buckeye” Full-Weight Rigid Steel Con- 
CONDUIT duit for life-time protection of the 
Terminal’s all-important electrical wiring 
system. Electrical systems that fail to 
function properly are definitely a bad in- 
vestment 

protects wirtng system of To keep your electrical systems func 
Cleveland’s new $5 million air terminal ‘!!e4 Youngstown “Buckeye” Conduit. 
Satisfied users tell us, “It’s easier to bend 
and thread — easier and faster to fish 
wires through, and due to its superior 
corrosion-resistance, gives a much longer, 

trouble-free service life 

“Buckeye” Conduit is the specification 
of many leading building owners, archi- 
tects and contractors—why not make it 
yours, now? 

Leading distributors in the industrial 
and electrical markets carry complete and 
ample stocks for on-the-spot delivery to 
your job sites. They’re awaiting your 

Cleveland Hopkins Airport; Cleveland, phone call today. 
Architects Outealt, Guenther & Asso 

clates, Cleveland, Ohio 
Electrical Contractor: Polacek Electric 

Co., Cleveland, Ohio 


Conduit Supplier: Westinghouse Elec 
trie Supply Co., Cleveland, Ohio 


THE YOUNGSTOWN SHEET AND TUBE COMPANY setae 6h a) 


Manufacturers of Carbon, Alloy and Yoloy Steel 


General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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Get the most from power with BullDog Bus Plugs. Used with Plug-in Duct, 


the s range from safety check plugs to types that tap 


flexible 


seven bus plug 


power instantly from the duct provide safe, electrical 


distribution. 


Plug-in openings are spaced every 10 inches along the duct. Handy 
You 


connect equipment 


to any machine, they reduce iong costly branch-circuit runs 


simply plug in circuits where they are needed 


without cutting off power or interrupting production 


Learn how a co-ordinated BullDog distribution system, from bus plugs 


to unit substations, provides efficiency and flexibility for your clients 


a wealth of customer satisfaction and profits for you. See your 


BullDog field engineer for complete details. 


BullDog Electric Products Company, Detroit 32, Michigan. + A Division of I-T-E Circuit 
Breaker Company « Export Division: 13 East 40th St., New York 16, New York. in Canada 
BullDog Electric Products Company (Canada), Ltd., 80 Clayson Rd., Toronto 15, Ontario 


provide flexible plug-in power 


The Vacu-Break" Plug 
in 30 to 600 amp 2 r 3 pole, 600 volt rte 


fingers on all plugs insure positive 


above) taps live power, is av t 


CAPACITOR PLUG 


. 
lies) | 


TEMPERATURE INDICATING PLUG 


CIRCUIT BREAKER PLUG 


GROUND DETECTOR PiUG 


BP FUSIBLE OR NON.FUSIBLE PLUG 


TRANSFORMER PLUG 


All BullDog Bus Plugs mount « 
quickly 


side of the d 
Type 


ct easily 


eliminate rewiring and downtime available 


for every purpose 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


11'S DIFFERENT 


A DIVISION OF L-T-E CIRCUIT BREAKER COMPANY 


le 
Reinforced 
tact, 
gg 
— 


“Tiger Brand A 


lightening connectors. Machine delivers 4500 2-ton blows per minute. Assembling leads. Fach vibrator delivers 44 ton blow, 
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durable cable we’ve ever used 


says ELECTRIC TAMPER & EQUIPMENT CO., Ludington, Michigan 


ANY years ago, the executives at 

Electric Tamper & Equipment 
Co. found out that when railroads 
order a piece of machinery, they ex- 
pect it to last a long time—without 
Since Electric 
Tamper has won a high place in in 


breakdowns. then, 
dustry by producing a line of the 
hardest-working, toughest track 
maintenance machines on_ the 
market. 

Leader of the line is the Jackson 
Track Maintainer, used for tamping 
ties. It has 8 powerful vibratory mo- 
tors that drive 8 tamping assemblies. 
Each motor is powered with Tiger 


The Jackson Multiple Compactor 
for consolidation of granular soil 


Brand Amerclad cable. The vibra 
tion and flexing (which are very 
caused previous cable to 
crack until the jackets actually 
peeled away from the conductors 
So they asked American Steel & 


severe ) 


Wire for advice 

Tiger Brand Amerclad was the 
solution. Finely stranded conductors 
soak up vibration and allow greater 


Hand Vibrospade, Cable 
drags on the ground 


The 


tough, well-cured jackets are imper 


flexibility than ever before 
vious to oil, grease and the burning 
sun 

In the 


“Tiger Brand cable is certainly su 


company’s own words 
perior to anything we have ever seen 
for this class of service. Its complete 
dependability under all service con 
ditions has definitely helped us to 
maintain our good reputation in the 
field.”’ 

Do you want a better electrical 
cable—engineered for your equip 
ment? Just call your American Stee! 
& Wire representative 


Small compactor. See why they 
need durable cable? 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA GENEVA STEEL DIVISION, SAN FRANCISCO 


PACIFIC COA 


T DISTRIBUTORS + TENNE 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


SEE COAL & IRON DIVISION, FAIRFIELD, ALA 


SOUTHERN DISTRIBUTORS 


USS TIGER BRAND ELECTRICAL WIRE & CABLE 
A STANDARD TIGER BRAND CABLE FOR 


: 

\,/ | 1%) 


| TIGER BRAND 
\ SLECTRICAL Wiese, 


AMO CABLE 
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EVERY SPECIAL 


* asbestos wire and cable 
® mold cured portable cord 
* shovel & dredge cable 

* paper & lead cable 


JOB 


® varnished cambric cable 
® interlocked armor cable 


* special purpose wire & cable 


® aerial, underground and submarine cable 


A 


TES STE L 
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Industry’s Preferred Motor Control 


A 
AM 
A nat wide network of Authorized Cutler-Hammer Distributors 
Three-Star Motor Control 
ns and enclosures. Also 
nd matching safety switches 


All motor control is built to high avoids costly work interruptions. 


standards; functional importance re The Panel Builder's Hand Cutler-Hammer Three-Star Motor 


book, a comprehensive data 


quires it. But the comparison of sev Control in industry's ‘killer’ jobs 


hook on Cutler-Hammer Three 

eral makes in actual use proves there Star Motor Control components has shown a trouble-free operating 

can be wide differences! and accessories is offered free life several times that of whatever 
One make of control, for example, of charge to machine design control equipment it replaced. 


and control panel engineer 


is much easier to install, so much Discover why this is industry’s 


Write today on your company 
faster that the man-hours saved in letterhead for Pub. EE-120 preferred motor control. Compare 
installing it often more than pay it in use and see why you should 
the entire cost of this control... also specify it as your standard. 
Cutler-Hammer Three-Star Motor r ¢ #¢ CUTLER-HAMMER, Inc., 
Control! Comparison in use also 1327 St. Paul Avenue, Milwaukee 1, 
proves this*control works better, Wisconsin. Associate: Canadian 
makes electric motors work harder, mere j Cutler-Hammer, Ltd., Toronto 
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service drop 


At last! ... an all-weather, self-fusing, 
° flame-resistant splicing tope is on the 
market. This new, multi-purpose tape 
is already generating wide acceptance 
. .. the only self-fusing tape listed by 
the Underwriters’ Laboratories for use 
as ‘‘sole insulation and covering of splices 
and joints in electrical conductors.” 


OKOWELD rapidly fuses into a 
solid, weather-resistant wall. It 
serves as both insulation and sheath 
on cables for operation up to 2000 
volts . . . cannot unwrap or sep- 
arate into layers like ‘“‘adhesive”’ 
tapes. 

Electrically strong, OKOWELD has 
excellent resistance to water, 
weather, ozone, chemicals, oils 
and most hydrocarbons. 


OKONITE SPLICING TAPES 


New Self-Fusing, All-Weather 
SPLICING TAPE 


OKOWELD’s toughness makes it 
ideal for portable cables on rug 
ged jobs and it passes the 
Bureau of Mines Flame Resist 
ance ‘Test. 


OKOWELD is easy to apply 


either side is “up” shapes 
smoothly over irregular surfaces 


use in coldest weather. 


Non-sticky, non-brittle, using no 
adhesives, OKOWELD is the “thou 
sand-uses’’ splicing tape that 
never sits in the electrician’s tool 
box waiting for a job. Ask your 
distributor for full facts today or 
write to The Okonite Company, 
Passaic, N. J. 


phase color coding 


Sold only through authorized distributors 


‘ 
ane 
= YY 
A 
4 
; 
portable cables ue 
ag, ae 4 
$245 


\\y ond mechanically , 
yw? through mounting trap 


Cat. #1793 


New! T&B floor box receptacle 


MATCHES YOUR CIRCUIT WIRING 
AND THE PLUG ON YOUR EQUIPMENT 


Here's a convenient money saver from T&B which requires a change in receptacles. 

designed to make the use of many types of recep For full information on T&B floor boxes and 
tacles easier and more readily available. T&B recep- receptacles, contact your T&B distributor today — 
tacles (there's one for every need ) fit all T&B floor he will show you how to save money on installed 
boxes and they can be changed in a matter costs, save time, and safety-ize your job with T&B 
of minutes should you later install equipment floor box receptacle combinations. 


LOOK FOR THE SIGN — 


IT'S THE MARK OF AN AUTHORIZED T & B pistriputor 


ENGINEERED The mplete line of T & B fittings for conductors and raceways is sold only by 
= recognized electrical wholesalers. It's our way of assuring you the service and 
— my ivings of a friendly local source. Call him for all your electrical need T-5§10 
a 
CUL? THE THOMAS & BETTS CO 
INCORPORATED 


20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Lid., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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Jefferson 


— numbers that pop os 06h ut. High power factor ballasts heve new red labels, ‘normal 


Jefferson 


NOW-Individually boxed and color-code lab 
= 
= 
Jett n Fluorescent Ballasts are easier to 


FROM TELEPHONE BOOTHS . . TO INDUSTRIAL PLANTS 


...here’s the most versatile package unit 
that ever solved a ventilating problem! 


call them utility 


iting proble 


Self-contained, Ameri 
incl ¢ 
ol ippli 
ipacity drier 


require 


Division of Amertcan-Standard 


AMERICAN BLOWER 
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Coming: a Course 


The National Association of Electrical Distributors—and specifically the 
Southern Area of its Western Region—is to be commended for a forward 
looking program it has recently announced: the sponsoring of a course in 
electrical apparatus and supplies for oflice and warehouse personnel, and 
sales trainees 

Phe handiwork of a Southern Area special education committee, thi 
course was organized with the cooperation of the Los Angeles Board of 
Education. Salient points about the course (full story on page 106) include 

@ it will run three hours a night, one night a week for 37 weeks starting 
in September 

@ It will cover some 20 product categories, with basic product, applica 
tion and Code information taught with each. Other subjects: blueprint 
reading, freight and cartage, shorts and damages, price book structure, com 
putations 

@ It will be conducted by an already-selected industry man—a graduate 
electrical engineer. He will be assisted by guest manufacturer lecturers 

Of all the needs that face this industry, the development of more product- 
irained personnel is one of the most pressing. With cach passing year, th 
becomes more apparent as products and applications increase in complexity 
lor young men considering employment in the industry, the learning period 
must look awfully long——perhaps discouragingly so 

The NAED Southern Area-Western Region has recognized this problem 
in all its aspects and is taking a most constructive step to solve it. 


Needed: a Plug and a Ban 


Another urgent industry need—and this goes for small business generally 
is for some corrective labor legislation. After studying an analysis by a 
labor relations counsel (page SO) and observing recent developments, we 


are seconding previous motions for a plug in the boycott loophole in thi 
Paft-Hartley Act and a ban on organizational picketing 

Unfortunately, a union can legally coerce other employers to stop buying 
from you. And, again unfortunately, a union can legally set up an organiza 
tional picket line in front of your door, The purpose of these practic 
ostensibly is to convince employees of the benefits of union member hip 
\ctually, of course, their aim is to put management on an economic rach 
by closing down the busine When management elects to take “the hard 
Way In an organizing drive, the union figures management in the end will 
be forced to tell employees to sign up to save the busin 

Implicit in these totalitarian tactics is a callous disregard for the rights 


of employees (“Isn't that just too bad,” was one organizer reaction to th 
tatement that a firm's employees might not be in favor of unionization) 
This is not a situation for Congress to ignore. [hie stat ire 100 IMpo 

tant. Small business is to our economic system what the family is to ou 
social order. Its independent and entrepreneur spirit—the fountainhead of 
free enterprise——must be preserved in this and other matters. More impor 
tantly, the rights of its employees to decide to join or not to join a union must 
be protected. If not, then small business will move that much closer to bein, 
a pawn in a battle between giants, and an clement of our American heritag 


will go quietly down the drain 


EDITOR 
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Bill Reester, 


(who keeps a sharp eye on job costs), 


uses Murray 


Bit Riester, Chief Engineer of Hale Electric 
Co., prominent Pittsburgh contractor, likes to keep 


a close watch on costs. This is how he does it on 


home rewiring jobs 


The profits I show at the end of the year de- 
pe nd on two thina: how much business I did 
it cost to do it 


and what 


“IT take care of the gross volume by trying to 
‘sell up’ on every job I can. I concentrate on the 


home modernization market because competi- 


tion is easier _ and the profits are better. 


| get Main and Range disconnects, a separate water heater “Next Il try to guarantee those profits by work- 
pullout, and 6 lighting and appliance circuits out of this cor / g 
pact, easily wired PJ Panel, Riester says, That's good wiring ing with lines I can depend on. Take service en- 


practice at an economical price 


france, for instance most of the time I order 


Murray. 


“The equipment goes up fast and easy —so my 


men save time. Also, the devices are made well, 


built to give good service—that means no time 


out for callbacks. Result: lower overhead, bigger 


profits 


Find out for yourself how Bill Riester keeps 
his job costs down. Next time you order — say 
Murray. Write for Bulletin 100A 


On this rewiring job we needed an additional 8 circuits for 
lighting and appliances This Murray Load Center, Riester 
points out, does the job perfectly —has fully magnetic circuit 


breakers for best performance 


“Quality doesn’t cost... it pays” 


MANUFACTURING CORPORATION «© 1250 Atlantic Ave., B’klyn 16, N.Y 
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An Electric Heat 


Success Story: 


Small Start 
To Almost $100,000 a Year 


By Robert S. Bush 


HREE years ago, the electric heating territory of 

The Electric Supply Co. encompassed its home 

city of Atlanta (snail circle). Today, after “start- 
ing from scratch,” the area includes the entire state 
of Georgia (large circle), with the dollar volume 
reaching almost $100,000 a year—and still growing. 

e Test Area—As President W. W. Crowe say 
‘Atlanta was somewhat of a test area. We knew we 
would be in for fireworks, but we also knew that 
there was a market for electric heating in our area 
We believed that our city program—if successful 
could be utilized throughout the state of Georgia 

And the program was successful—locally and state 
wide. At present, Crowe and his staff have made sales 
totaling about 800 complete or almost complete resi 
dential and commercial electric heating installations 
in the state 

Recently, Electric Supply, assisted by the Georgia 
Power Co., completed a sale of heating systems in a 
new 31l-home development at Kennesaw, Ga. All 
homes are adequately wired, fully insulated and 
all-electric 

“What's the answer to the success of our program’? 
It's a lot of hard work, know-how and belief in what 
you are doing,” Crowe says Its a lot of time spent 
in educating the consumer about the benefits of this 
type of space heating.’ 

At first, Electric Supply 


efforts were threatened 
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by opposition from the local utility. Power company 
officials argued that they were not equipped to hand 
in increased load from heating units 

e Wins Case—But Crowe contended that the utility 
hould attempt to balance the load caused by the 
increased use of air conditioners during the summer 
months. Besick he emphasized that many electri 
heating units already had been installed, and that 
once a trend wa tarted, the utility would have to 
add to its existing facility 

After many conference vith Crowe (seorpia 
Power Co, officials decided to get on the bandwagon 
and help promote electric heating. Both also realized 
that without the cooperation of each other, there 
vould be no profits for anyone 

Crowe's program for selling electric heating su 
cessfully consists of four part 

1. Obtaining leads from the utility 

2. Stressing the importance of the program within 
the organization 

3. Contacting and working with the prospect 

4. Following up a sale with service 
engincer—E. P. Cauldwell 
was hired to take charge of the technical aspects of 
the program. At present, both he and Crowe travel 


In addition, a sal 


extensively in Georgia, meeting with utility off 
in promoting electric heat, and making sugg 
and laying out jobs for prospect 


Turn page for steps to heating sales 
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Electric Heat Success Story (cont.) 


Electric Supply's Four Steps to 


1. Getting in solid with the utility 


“It is necessary to have the help and cooperation of 
utilities to sell electric heating successfully,” Crowe says. 
Without this assistance, the electrical distributor might 

vell stop wasting his efforts in attempting to make 
ak 

It took a lot of effort for Electric Supply to convince 
Atlanta utility officials that they should get behind the 
electric heating program. The utility wanted to be cer 
tain that this type of space heating would be accepted 
by the general public, and that it would be worthwhile 

In addition to explaining that the use of electric heat 
vould help balance the load for the utility during the 
vinter months, Crowe emphasized that all consumers 
vho lived in homes where installations had been made 
vere satished with that type of heating. The Electric 
Supply official added that most of the work involved in 
making sales would be the job of the wholesaler, and 


that his personnel were equipped to handle the technical 


2. Talking up electric heat within the 


3. Establishing specialist contact with 


Although they protect the contractor, Electric Supply's 
heating specialists work directly with the consumer in 
providing technical advice, recommendations and layouts. 

Hlectric heat is an intangible item,” Crowe explains 

fo sell it effectively, the consumer must have confidence 
in the salesman. This product is new, and that, in itself 
is the largest cause for resistance.” 
@ Hired Engineer—-lo give the consumer as much con 
fidence as possible in Electric Supply, Crowe employed 
Cauldwell, a mechanical engineer. His theory was that a 
technical man who knew about electric heating could 
do a good job in selling up the product 

“I believed we could stay at the top of this field if we 
had educated and technical personnel,” Crowe explains 

{ wanted a man with technical background, combined 
with a sense of how to tell a consumer about electric 
heat without using too much technical language.” 

In following up inquiries with personal visits to con- 


aspects of the product, as well as to sell it 

“After the utility accepted the fact that heating by 
electricity is here to stay,” Crowe says, “they got behind 
the program 100 per cent. And they have never been 
sorry. In fact, they became so enthused that they de 
veloped several programs of their own to promote elec 
tric heating.” 
© Explains Advantages 
tises in newspapers extensively throughout the state in 


Ihe Georgia Power Co. adver 


promoting electric heat. In recommending this type of 
product in its ads, the utility emphasizes safety factors 
low-cost installation, flexibility, popularity and low-cost 
operation 

Each ad explains that the utility does not sell electric 
heating, but that its personnel would like the oppor 
tunity to explain the advantages to the consume! 

Inquiries are turned over to Electric Supply. Crowe 
and his staff then follow up leads. Often, Crowe will 


organization 


“You have to be sold on electric heating to do a good 
job of selling it to the consumer,” Crowe explains, 

Before he decided to add heating to his electrical lines, 
the Electric Supply official had the product installed in 
his own home to determine its value to the consumer 

I wanted to know as much a po ible about it be 
fore | undertook to sell it. It better to spend a small 
amount learning all about the product than to sell many 
units and find out from the consumer that it ts not 
good. I would rather make a mistake in my own home 
than in the home of someone els¢ 
Educates Salesmen— Not only  dov Crowe work 
closely with utility heating engineers in planning pro 
motion to educate the consumer, but ind it just as 
important—he educates his own full-line salesmen about 
the necessity of promoting electric heat. (Left to right in 
photo at left shows Crowe and Vice President Joe Perry 
demonstrating display to Georgia Power Co. personnel 


consumers 


sumers, either Crowe or Cauldwell first explains the ad 
vantages of his product compared with other forms of 
heat. Both stress that a house must be properly insulated 
for satisfactory heating, and insist on heating standards 

“The consumer must be told exactly what to expect 
from electric heat,” Crowe says. “We have to be accurate 
in Our estimates. That's why we provide engineering 
service. If a system does not perform the way we say 
it will, or costs more to operate than we estimate, then 
we have made an enemy, probably lost dozens of othe: 
prospects and endangered the entire heating program 
locally and throughout the state 

If the consumer is interested, and without charge to 
him, Electric Supply’s specialists check the blueprints 
for a new home or inspect a house already constructed 
e Collect Data—From this, a data sheet is filled out 
which will give Electric Supply an overall picture when 
making recommendations. The data sheet consists of 
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Heating Sales 


. york with utility personnel in making recommendations 
ind layouts for jobs. (See typical ad at right.) 
In working closely with Crowe in Atlanta, utility 
engineers prepare tor the distributor competitive analysis 
° sheets showing just what electric heating will do for a 
prospect in a particular location. These figures compare 
the overall costs of electric heating with the costs for 
heating with other fuels, 
© Comparisons Useful—Crowe says that because most 
people are mistaken in believing that electric heat is 
expensive, these comparisons have been very useful in 
making sales 
Crowe also works closely with other utilities through 
out the state. On his frequent trips, he keeps in touch 
vith all the problems concerning electric heat in Georgia 
explains to utility personnel the progress in other parts 
of the state and picks up leads for possible sales, which 


he or his staff investigate quickly 


Harry 1 Yo; p and M. 1. Reeves) 

\lthough Crowe believes that this type of product can 
be sold most effectively through sales engineers, he 

ilizes that full-line salesmen can do much to promote 
iles and provide leads for Electric Supply's technicians 

Leads which are passed along to the firm's electric 
heating department do not come from the ultimate con 
sume! ilome Many 
Each inquiry is answered promptly. Spe 


come from engineers, architects 
and builders 
cific questions are answered by Crowe or Cauldwell 
ind literature is passed along. These replies are followed 


by personal visits during which detailed information is 
supplied, or recommendations made for specific jobs 
Whether or not they receive inquires, Electric Supply's 
specialists regularly mail literature to Atlanta's architects 
and engineer 


Additionally 
irchitects in CGreorgia in an attempt to promote the in 


specialists visit all of the 712 registered 


two parts (vee pages 40 and 41). On one side is informa 
tion relative to the existing building or to the building 
to be constructed. On the reverse side ts the heat loss 
ind construction data, which ts calculated from the 
former information 

When the consumer accepts the recommendations, th 
data is turned over to the electrical contractor (At 
right, Cauldwell and Perry assist a consumer in making a 
layout for electric heatine in a new home) 

In our three years of selling electric heating system 
less than one per cent of the consumers have com 
plained,” Crowe explains Those who follow our recom 
mendations never complain. But there are others who 
utting corners and do not follow the recom 

[hese are the ones who find that their 

tems do not function properly. When the consumer 
is told at first what the cost will be and how the system 


he will be satisfied 


insist on 


mendation 


will operat 
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Luxury Heating at Economy Cost 
When and Where You Want It 


@ Low cost installation. e 


Usuall y-lost heat warn oud fle 


Takes no floor space——easy to install 


Safe convenment, heaithful, clean 


@ Ideal for added or hard-to-heat rooms 


Although we do not sell Electrend Electric Circulat 
ing Air Heating Systems, we welcome the oy portu 
nity to tell Georgians of this deve lopment 


GEORGIA POWER COMPANY 


| GEORGIA POWER COMPANY 
P.O, BOX 1719, ATLANTA 1, GA 

1 wont further inf on th 4 

! 


civy GEORGIA 


clusion of electric heating in blueprint 


Shows Samples Ihe average alesman take i piece 
of paper a Catalog page with him when he et i 
customer and talks about a product Crowe sa Thi 
is not the most effective method of selling. Much mor 


is needed to clinch a sak 

A salesman should take with him a imple which 
product We do this ex 
Whi 
we see an architect or engineer, we just plug it into ar 
outlet and let it sell itself 


he can use to demonstrate hi 


tensively by using a folding electric heating unit 


The unit, which is demonstrated more during the 3 
ummer months when construction ts at a high level, j 
used at home show iS part of th ompan display 2 
In promoting electric heat locall mf state wide, C rows 
speaks at various civic ind REA meeting He also é 


issists the utility in presenting educational programs for 


the consumer 


For fourth step, turn page 
39 
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FORM DS1-1-5 
DATA SHEET 
for 
ELECTREND ELECTRIC HEATING SYSTEMS 


Customer__ Street City 

Address of job covered by this data sheet 

Type of Installation: Complete __ Supplemental 

Check one on each New Construction Existing Construction __ 

line Residence _Office_____Store Motel 
Other _(Specify) 


OUTSIDE WALLS . — INSIDE WALLS & CEILING FLOOR (TYPE) _ 


Wood Siding Wood Sheathing Plaster on wood lath . Double Floor — 
Brick Veneer With Bldg. Paper . Plaster on rock lath . Sub-Floor___ = 
Solid Brick — Insulating Sheathing Plaster Board ca Single Floor__. 
Stucco on Wood No Sheathing Board _ 

or Metal Other (Specify) Plywood 

Concrete Block... thor (Specify) Other (Specify type 
Other (Specify) _& Material) 


OUTDOOR DOORS 

FOUNDATION WINDOWS (TYPE) - FT. AREA NO OF DOORS |SQ. FT. AREA GENERAL 

Slab_ Room 1 attic be 

sed craw] Room 2 oored? 

space _ Room 3. attic be 

Full Basement _ Room heated? 

Other (Specify) Room — Ceiling Height. 
Room Will storm doors and Total Cubic Feet 
Room = _.._—:c windows or equivalent to be heated_ 
Room _. be used?__ 


Will doors and windows be weather-stripped? 


INSULATION 
Outside walls & walls Ceiling, or roof if attic 
adjoining unheated area room has roof cejling | Floor 
(Check One) on an 4" 6" on an 4" 6" 
Blown In 
Wool Batts 
Other (Specify) 
Vapor Seal? (Yes or No)_ 


Type of Electrical Service, 110-115 Volt? 20-230 Volt? 


I certify that the above represents, to the best of my knowledge, the construction 
information relative to the building existing or to be erected at the address shown 
above and I understand that the heating requirements for this structure are calculated 
and based on the above data. 


Dealer Signature _ Customer Signature _ 


Addres: 
City & State Date 


Copy Distribution 

Customer 

Jealer 
[ M12 
Power 
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Electric Heat Success Story (cont.) 


4. Following up a sale with service 


SPECIALIZED 
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You can't go into something as large as electric heat 
ing unless you expect to put some effort into it, Crowe 
believes. 

Ihe ofh ompleted with a 

i tem he sold 
in lose you 100 
job can gain 
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MEE complete inspection of the heating ten n realize a proft aye 
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A. Single-row panels feature one 
factory-installed main disconnect ore 
available in capacities of 70 or 100 


amps with space for 12 or 18 circuits 


B. Double-row panels feature two 
factory-installed 70- or 100 amp main 
disconnects for 1 40 or 200 amps capacity 


with space for 24 or 36 circuits 


C. Separate 70- or 100-amp enclosed 
Pushmatic main disconnects are used 
when the branch-circuit panel is located 


at any distance from the service entrance 


(Fig jre 'C” shown blown up for clarity.) 
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New 70- and 100-amp Pushmatics bring 
Safer Electrical Living! 
It's here . . . maximum protection for service entrance conductors! 


maximum protection for all branch circuit wiring! maximum protection 


for lamp and appliance cords! 


This over-all protection for everything electrical in the home is made 


rcuit 


possible and practical with the new 70- and 100-amp Pushmatic « 


breakers. Here's why 


The new main disconnect breakers for every 100 amps of service prevent 
overloading of service conductors. The thermal bi-metal operation of 
Duo-Guard Pushmatics” prevents overloading of branch circuit wiring 
The exclusive solenoid-magnetic operation of Pushmatics gives maximum 
protection against short circuits caused by faulty cords. Offer all this 
plus push-button convenience. Call your BullDog field engineer 

BullDog Electric Products Company, Detroit 32, Michigan + A Division of I-T-E Circuit 


Breaker Company + Export Division: 13 East 40th St., New York 16, N.Y. in Canada 
BullDog Electric Products Co. (Canada), Limited, 80 Clayson Rd., Torento 15, Ont 
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The Pros 
And Cons 


of Consignment 


Consignment is one of those controversial 
subjects like rock 'n roll, segregation, or 
concubinage: you are either for it or 
against it. And as a topic for convention 
or lunch table discussion, it is always time 
ly. Today, consignment is more timely than 
ever as straws in the industry wind suggest 
that there may be some changes coming. 
To bring consignment into clearer focus, 
here are observations on its pros and cons. 


PS. We don't consider the subject closed 


with this pied if yOu have Ny th, ignt: 


send them t¢ 


By Richard W. Noel 


About the Author 


Dick Noel is no newcomer to EF W's pages. He has co 


authored such well-received articl No Salesmart 
is a Solowt” (Aug ) Distribution Is a Two-Sided 
Job” (Ma §3) Parles-vot Electrical?” (July 

ind “Understanding Electrical Plan (Dex 4). Hi 
background includes field sales work with electrical 
manufacturers and a manufacturer agent, Presently 
he is sales manager for the Flectrical Fittings Corp 


ONSIGNMENT has many champions and many 

enemies. Some wholesalers say it is fine because 

it frees additional capital for investment in a 
wider, more diversified inventory. Other wholesalers 
claim it creates a false economic perspective that can 
lead to industry pitfalls 


Manufacturers, too, have opinions on the subject. 
Some say it is good because it tends to exclude compe- 
tition where it is used and thereby gains the consign- 
ing manufacturer the lion’s share of the business. Op- 
posing manufacturers vehemently discredit the prac- 
tice; they claim that those manufacturers who use it 
do so in desperation—-when no other marketing stra- 
tegy will work 

These comments only scratch the surface of this 
complex problem. Consignment is one of those con- 
troversial topics that is worked over regularly at 
lunch tables and industry gatherings. Stull it might 
be worth added thought now—since many people 
in the industry are becoming concerned with prac 
tices of some manufacturers that they believe have a 
direct’ relationship to consignment theory and 
policies 

When a manufacturer is unable to get sales from 

an area where he feels the odds against him are 
equal,” he changes or adds to his sales force, ups 
his advertising and promotional budgets and uses 
other techniques that cannot be considered harmful 
to the wholesaler. If a manufacturer, however, decides 
that he is up against a problem that amounts to 
boycott-through-consignment,” he often decides to 
pull everything out of his bag of tricks to overcome 
the situation. A good-sized manufacturer will rarely 
throw up his hands and say It's impossible to get 
sales out of that territory 

Additional food for thought is automation, What 
means, wholesalers ask, will manufacturers adopt 
to distribute products that come barrelling off auto 
matic production lines? Will consignment stocks of 
many, many commodity lines be waved under the 
noses of wholesalers 

lo keep consignment in perspective, let's go over 
some of its pros and cons——as seen by both whole- 
manufacturers 


salers and 


Pros—as seen by wholesalers 


e@ “New Capital”—One of the strongest incentives 
is that the practice of consigning certain lines frees 
capital for investment in other commodities or ser- 
vices. This is “new capital,” in a sense. To many 
wholesalers, it means that they can offer greater 
service to the community by being able to stock and 
service on a larger scale. More of the odd items and 
dogs” in other product lines can be carried since 
there is capital available to invest in them 

e@ Wider Variety—Proponents feel that under the 
consignment system it is possible to have on hand a 
wider variety of items within the commodity classifica- 
tion—items that normally would not be purchased 
under any circumstance. A reputation can be built with 
the wholesaler becoming known as the “complete” 
source for a given product line 

e Less Risk—The consigning wholesaler is as- 
sured that he will not suffer the risks of product obso 
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lescence or unfavorable price fluctuations 

e@ Steady Source—The consigning wholesaler often 
believes that, regardless of shortage, he can depend 
on a constant supply of material from his manufac- 
turer, since he normally gives the particular manu- 
facturer the bulk of his business. He operates under 
the theory that, if you are not a decent account with 
any particular manufacturer, all manufacturers will 
pass you by when shortages develop 


Cons—as seen by who'esalers 

Time-consuming Report—Many 
think consignment is a pain in the neck, since a 
monthly physical inventory must be made and for 
warded 

@ Less Independent—Many feel that they lose a 
portion of their independence and are more subject 
to the dictates of the consigning manufacturer—even 
though they themselves may not agree with the points 
and policies put forth by the manufacturer 


wh jesaler 


@ Less Competitive— Some wholesalers think they 
often lose out on “buying right” from other manufac 
turers in a particular commodity classification, since 
they become known as “X” brand consignment 
houses. In some areas or accounts where price is very 
important, it keeps them from being competitive 

@ Less Effort—Since its known that there’s no 
money invested, many feel that their operating per- 
sonnel do not exert all possible effort to sell con 
signed products 

Under-financed Competition Some whole 
salers would like to see consignment abolished 
completely since it can allow under-financed whole 
salers to compete more effectively. A good portion of 
stock is available to this competition on someone 
else’s money. Opposing wholesalers feel strongly that 
this practice is not a healthy one for themselves or 
their industry. Consignment lessens incentive, since 
there is no extension of “risk capital” by the indi 
vidual, and it gives rise to alternative practices by 
other manufacturers who do not consign products 
but who still must find a means of distribution and 
product availability locally. These wholesalers feel 
that when you buy outright, you are more inclined 
to diversify your sources, keeping more manufacturers 
happy and less inclined to undertake alternative 
marketing methods that can become a real threat to 
your function in the future 


Pros—as seen by manufacturers 


e Number One—The manufacturer can command 
the greatest prominence in the wholesaler’s stock of 
the commodity line and can gain full-line avail 
ability of his product in any given marketing area 

@ Greater Control—The manufacturer feels that 
he can exercise more control of stock selection and 
of pricing policies of the wholesaler as they affect his 
particular line 

e@ Competition Cutter—He assumes that, with a 
consignment policy, he can cut down competition 
from other manufacturers who do not have his finan 
cial resources 


e “Guaranteed” manufacturer 


Outlet—Many 
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claim that the practice allords a “guaranteed” out 
let for their products. This allows longer production 
runs of particular items, lowering the unit cost, al 
lowing larger shipments, lowering freight costs, and 
cutting down the expensive finished goods inventory at 
the plant 


Cons—as seen by manufacturers 


@ Next Step—Some manufacturers feel that uf it 
becomes necessary to consign their merchandise to a 
wholesaler, then they might as well go one step fur 
ther and sell the product direct to end-users through 
their own sales force 

Unfair Competition—Many feel that consign 
ment is unfair competition, since it tends to em 
phasize the wealth of a manufacturer as a ‘selling’ 
feature, rather than sticking to product quality, price, 
delivery, et 

Warehouse Venture—Some 
manufacturers, finding it impossible to sell to leading 
wholesalers (who consign) in a territory, have ven 
tured into local warehousing so that they, too, could 


non-consigning 


have representative stocks immediately available 
This also holds true with some manufacturers who 
normally consign all over the country when they are 
faced with specific area problems where their “con 
signing competition” has bottled up all of the good 
outlets 

Market Soitener—A_ great many 
turers place heavy blame on consignment practices 
for causing “soft” markets. Very often when a manu 
insides” begin 


manulac 


facturer is on the outside looking in 
to appear and the general market weakens 

Stake Necessary—Many financially-powertul 
manufacturers doubt that a strong effort would be ex 
erted for their merchandise if the wholesaler did not 
have a dollar-and-cents stake in the product. They 
therefore use their capital resources for advertising 
missionary work, product development and the like 

The consignment theory is far from new, It ha: 
been practiced in many civilizations, wherever there 
has been a judicial system that could tend to insure 
the investment. The practice as we know it today ha 
its ups and down Wars and severe or extended 
shortages, placing manufacturers in a seller's market 
have often prompted manufacturers to withdraw 
consignment agreements 

The pros and cons of the overall values of con- 
signment are left to individual discretion. Does con 
signment curb effort, since no risk capital is involved”? 
Is it conducive to a healthy economy? Does it push 
manufacturers into adopting retaliatory steps that 
might hurt the industry in the long run? Does it 
promote under-financed wholesaling competition b 


enabling them to further diversify and deepen thei 


product lines? 

Or is it a healthy practice that you would like to 
see broadened? Does it help you broaden stock or 
ervice’? Does it enable you to do a more compl te 
tocking job within consigned lines? 


Now that you've finished reading about it—have you 
stopped thinking about consignment? We bet you haven't! 
Mad or glad—EW welcomes your comments. 
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BUCHANAN pres-SURE-connectors 


A single Buchanan pres-SURE-tool, with only 2 sizes of Splice Caps 
and Insulators and only one size Termend lug, handles all normal circuit 
wiring requirements. (Splices from 2 #18's thru 3 #8's or 2 46's, —terminates 
from 1 #16 thru 1 #8) 


No other single tool has so broad a wire range. 
No other splice insulation is as easily and quickly applied. 


Write for distributor information on pres-SURE-connectors 


and other acceptance-proven Buchanan products. 


ELECTRICAL PRODUCTS 
CORPORATION 
MILL BIDE NEW JERSEY 


Representatives in principal cities throughout the United States and Canada 
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Specify PHELPS DODGE 
HABIRITE-INSULATED 


Phelps Dodge Armo-Lok cable with Habi- Far greater resistance to ozone found 


rite (butyl rubber) insulation—a companion around high voltage equipment. 


to Phelps Dodge Varnished Cambric insu- ; 
Far greater mechanical toughness 


lated interlocked armor cable—is more than 


“just another interlocked armor cable.” Better electrical properties affording a 


greater safety factor in operation 


Habirite —developed through years of Phelps 


Dodge experience in the design and manufac- Highest uniformity due to controlled uni 


ture of high voltage cables —is a specially formity of raw material, 


engineered butyl rubber compound. It far 


. surpasses any other type of rubber insulation 
for dependable service. See your Phelps Dodge distributor for infor 
— mation on a complete Armo-Lok system. For 
. Habirite offers these distinct advantages 


catalogue and specification data on Habirite 


over other rubber insulations: 


or Varnished Cambric insulated Armo-Lok 


Far greater resistance to heat and oxidation cable, write: Dept. EW, Phelps Dodge Copper 
rg 

with consequent higher temperature rating Products Corporation, 300 Park Avenue, 
and lower conductor size and cable cost. New York 22, N. Y. 


PHELPS DODGE PRODUCTS 


CORPORATION 


SALES OFFICES: Ationta, Birmingham, Alo, Boston, Bulfale. Ch 


Detroit, Fort Wayne, Greensboro, N tor ville. 


Minneapolis, New Orleans, New York. Pb Pittsburgh, Port 4 


Son Francisco, St. Louis Seuttle, Woshington, ( 
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ABC's of SELLING—NO. 9 IN A SERIES 


FLECI 
COmiLROLS 
SPECAAL Wiking 
imal 
wit 


CONV) 


“You must get your customer 


sell business-creating products!’’ 


Building Customers Markets 


A regular Pioneer Distributors sales meeting turns into an informal round 
table of practical selling ideas as other salesmen tell Junior Stevens how 


HE SALES MEETING had ended. Junior Stevens 
youngest member of Pioneer Distributors’ sales staff 
sat silently thoughtful 

As the meeting relaxed into a round of conversation, he 
pondered the sales manager's last utterance: “Adding just 
a few dollars to each order can put every salesman well 
into the bonus bracket. And that’s the difference between 
successful selling and just average selling 

From across the table Tom Ellery’s voice derailed 
Stevens’ train of thought: “What's eating you, Junior?” he 
jibed Trying to figure how to spend all your bonus 
money? 

No, I'm not, Tom. I'm trying to figure out how I can 
possibly sell more goods to an account that’s giving me 
practically all of his business now.” 

Old Bob Davis peered keenly across the table. “Junior 
do you mean to tell me this account of yours ts perfectly 
satisfied with his volume?” 

‘No. Bob. He's getting most of the wiring in his area 
but he is just making wages. If he could fill in his slack 
time, he could begin to show a profit. If he bids for jobs 
out of his area, up go expenses and down go profits. Can't 
see much sense in that 

Enlarge your customer's market!” Old Bob grunted 
Show him how to work those slack periods by creative 
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they've helped their customers toward bigger and more profitable sales. 


By Winston N. Coburn 


selling. Sure, I know, he’s tried to sell wiring jobs, but 
that’s rough. Selling is still the answer, but with a different 
approach. To show you what I mean: tell me how many 
services you can think of that are closely related to the 
wiring trade.’ 

Every salesman made suggestions and the sales mana 
ger, C. A. Martin, wrote them down on a large easel pad 
then summarized them into these general headings 

@ Special Purpose Wiring (remote control, etc.) 
Electrical Heating & Control 
Power Application & Control 
Ventilation & Air Systems 
Air Conditioning & Humidity Control 
Lighting 
Refrigeration 
Audio, Signal, & Time 
Water Systems 
Merchandising 

“Now, don’t let these big-sounding names throw you, 
Junior,” advised Old Bob. “I want to show you that an 
account can develop a service in a small way. Who can 


give me an example of new business they have helped a 
customer to start in a small way? 
Tom Ellery was quick to answer. “How about my man 


Walt Mason? I sold him an intercom for use between his 


ELECTRICAL WHOLESALING—August, 1957 


ay 


shop and his apartment; then I told him that I bet he could 
sell a lot of them in his county. I fixed him up with a two 
Station set that he rents or loans out. Do you know, he 
sells a few every month including sales to such unlikely 
prospects as dairy tarms? 

Les Sprague followed with his bit. “Give me lighting for 
a sales builder, because you can work so many angles 
My Thompson account wanted to please his wife with 
some trick lawn lighting for her rose garden, so I fixed 
him up with umbrella lights, hidden floods, and these n 
walk lighting units. When we got through installing them 
I suggested that he put a sign out front, inviting people in 
for information. He's sold a truckload of lawn lights thes¢ 
last two years and picks up jobs for underground cable 


ind outdoor outlets to serve them 


Sold-up Lighting 

Then take Haskins Flectric I sold him some flood 
lights which I had arranged to be rented to a general con 
tractor. Haskins started checking other construction jobs 
in the area, either selling or renting them portable lighting 
He became interested in open-area lighting, and I have 
helped him sell stockcar tracks, parking lots, and drivewa\ 
lighting.’ 

“I favor residential cooling and venttans Old Bol 
idded You know the average electrical contractor won't 
sell them, because he doesn’t want to mess around with 
carpentry work. I gave Chris Spencer a special deal on an 
attic fan and ventfan for his own home just to prove to 
him the opportunities they offered; then I convinced him 
that the procedure was to work closely with the other 
trades 

“Now, he sells ventilation winter and summer. The 
Carpenters and masons who help him install fans give him 
leads on still further jobs. Chris has sold all types, includ 
ing range hoods, bathroom vents, roof vents, and eve: 
type of attic fan. He was the first one I know of to sell 
basement vents with ducts to draw moisture laden air off 
cellar floors. Chris sells more fan jobs than all our othe: 
contractors Keeps him right busy between his major job 

Ross Harding's comments reflected his years of serviny 
light and power companies. “Electric heating is my first 
thought as a sales opportunit I started Burns Brother 
on selling auxiliary electric heating five years ago. The 
were concerned about customer satisfaction on their first 
jobs; then they began to gain confidence. Now. they sell 
electric heating regularly and are considered expert 
When the first electrically heated home was built here 
Burns Brothers was given the contract on the basis of 


their experience 
Countermen Help 


Barry Brown, the counterman, broke in. “Inside sales 
men help create business, too. Hammond wanted som 
thing special in cove lighting for a deluxe home. I found ; 
manufacturer of cold cathode tubing who could make uy 
the tubes complete with a dimmer. Hammond has sold 
several jobs to people who have seen that first installatior 

Then there was Spark vho wanted us to find a built 
in electric clock that exposed just the hands and the 
numerals. We located a source and suggested that he ord 
two, so that one could be made up into a portable demon 
strator. By getting out and showing it to people, he pa 
layed that inquiry into ten quick sales 

Bob's story reminds me of Anderson continued Le 
Sprague, “I'll bet he sells more fixtures than any of our 
other dealers in an equally small town. When I sold hin 
his first small fixture display, | convinced him that ever 


redecorating job should include fixture I helped him con 
tact the painting and decorating trade, and we found that 
they would like someone to drop down fixtures « iINOpK 


e fre nd in th 


for them. Anderson performs this set 
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process usually sells the homeowner several new fixtures 

Anderson spends all his spare time selling lighting, but 
e also uses it as a door opener, On every job, he makes a 
isual check of the w ne and leaves a Spec ial recommen 


dation sheet listing repairs or modernization that should 


be made. He has | n one of my busiest accounts for 
everal yea 
Junior Stevens broke h ICNICE Come to think of it 
! started Joe Morse in on water tems, when | started 
him selling jet systems to replace old pumps up at th 


Mirror Lake cottage Now he's expanded to where he 
even selling irrigation jobs with electric drives so the old 
farm tractor won't be tied up. I've sold him supplies fot 
his pump jobs, without ever stopping to think of it as extra 
busine 

lom Ellery, who had the smokestack circuit, remarked 
Hansen Electric has been outstanding in their use of new 
products and new techniques in the industrial contracting 
ficld. They a ontinually selling new ideas to plant engi 
neers. Some of their biggest jobs and my biggest orders 
have resulted from my turnishing the matenal and Han 
sen furnishing the labor to make a trial installation im a 
plant to demonstrate the ilue of a new product. But the 
first time | proposed that plan, | almost lost the account 
Now, they re illing me in to help them clinch sales they 


have initiated 
Make More Income 
Les Sprague added Arthur had a son 
eudy to enter into the business. I convinced Arthur that 


he hould send the | tw retri ition school for a while 
then branch tnto i ine refrigeration, because I felt 1 


is needed in his town. He found that itt worked in well 


vith his contracting. In tact, it brought him more wiring 
ot Now he merchandising i line of coolers and 
refrigeration and h done an excellent job on window 
ir conditioner Ihe old busine vould searcely have 
upported both men mit now thy both enyo 
Let luke powe! pplicats bevan Ro Harding 
A few vears avo when Star blectru Nil founded, 1 told 
them that farm power motor VOTE nh opportunits I took 
them around to son the n farm vith thy 


compan ilist. We id, dirty motors on 
home-made mounting ruck vitche ind cables 
ft ragged wire taped together. Star Electr tocked 
mat ubber-tired mount ind motor turter Ih 

made up m ible vith husk onnectors tor afer 
installation I he tocked rental and replacement unit 

hi hecume the power spe lists for fitteen-mik 
radiu Thy car th pen {their own motor rewinding 
hop. Star Electric ha reated busin vhere others said 
t couldn't be done, | 1 I showed them that farmer 


needed better 


Old Bob Hold it! Th ould go on toreve: 
thout It p my 
that th m t pt lo buying som 
itilization service tl to | viring jot Ih 
onsum nt ted th ult hil ing, t 
mm ist tot Jun our a 
tarted or product that reate 

‘ hile h tt ext fits from h ell 
ne effort 

kn l apy that t int 


COMING NEXT: How to handle complaints bad credit 


situations general dissatisfac tion 
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INDOOR OPERATION— 
Clonatant wattage type 
Sola Mercury Vapor Lamp 
Transformers, in various 
input voltage ratings, are 
available for single and 
lamp operation of 
lamps and Ht] 
100w lamps, and single 
lamp operation of 
/00w lamps, H-12 1000u 
lamps, and H-15 1000u 
lamp a total of 20 in 

door unite in all 


indoors or out--Sola offers the widest line of 
constant-wattage mercury lamp transformers 


Constant-wattage transformers are fast becoming the applications even two-lamp transformers for opera 
generally-accepted standard for mercury vapor lighting tion of H-5 250-watt lamps and H-1 400-watt lamps 
Indoor or outdoor there’ n Sola C'on tant Watt igs Write for Bulletin MV 211 for Indoor Applications; 
Mercury Vapor Lamp Transformer available for every Bulletins MV-219 and MV-244 for Outdoor Application 

popular lamp size used in commercial and industrial 


EX 


Sola Electric Co. 
Reguiating Reguiating 


fant 
an 


ge rating 
or 
operation of HS 
and H-1 400u 
single lamp 
lamps, 11-12 1000w lamp 
and H.15 1000w lamps 
a total of 16 outdoor unite 
inall 
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E. M. T. and rigid 


ELBOWS 


that are always the same 
guarantee perfect alignment 


Quality-consciou engineering and rigid inspection 


that the Conduit formula for pertect elbo 


Clear-channeled COLUMBUS elbows eliminate cable 

damage, reduce fishing time provide the fast, ea 

installations contractors want and appreciate, Skilled og 
workmanship—perfected by over a quarter-century of ¥ 


lustry ai ure thie care 


ervice to the electrical inc 


threading and chamfering needed for water-tight 


rosion-Iree connection (;uarantee user atistacti | 
ell U. L. approved COLUMBUS elbows for mors 


repeat ale 


E. M. T. elbows are made in sizes 1”, 1% 114” and 
Rigid elbow in to 6” Size ly to 2° con | 


veniently packaged in easy-to-store carton 


plus this extra service 


You can get speedy delivery of 
all COLUMBUS fittings from any 7 


of the 10 conveniently located 


warehouses U 
[ 
Look for the U. L. 


label when buying elbows 
and nipples. 


SOLD ONLY THROUGH rw; 
RECOGNIZED WHOLESALERS f 4 ¢ 


CONDUIT PIPE PRODUCTS CO., OF y CHIO 


/PIPE COUPLINGS PIPE NIPPLES ELBOWS, RIGID & E. M. T. 
RUNNING THREAD «+ GOOSENECKS «© WALL PLATES 
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ow to net a runaway jet 


HIS barrier net at the end of the 
main runway on the AAF Intercep- 
tor Base on Long Island, N. Y. is 
saver for jet fighters in distress, 


Attached to heavy anchor chain, it can 
top 30,000 lbs. of runaway jet moving 
at 160 mph. 


Last year barriers of this type saved 
the Air Force some $78 million, That’: 
why base personnel were so concerned 
when a severe electrical storm last sum- 
mer knocked out the cable supplying 
power to the barrier installation 
Already spliced in several places, the 
1100-foot cable was shorted out by a tre- 


PLANTS: Maspeth and Hicksville, N.Y 


SALES OFFICES: in al! 


mendous bolt of lightning that struck the 
end of the runway. 

It was essential to get the barrier 
working again as soon as possible. 
George Rockwell, Base Electrician, put 
in a call to the Air Installation Office 
but there was no cable available, 


AIO in turn contacted Sgt. Miller of 
Purchasing and Contracting who dis- 
pensed with the usual “red tape.” 


The Sergeant called Circle Wire and 
Cable directly, explained the emergency 
and asked whether he couldn’t have 
2200 feet of single conductor, 600 volt, 
Type RR cable picked up right away. 


WIRE & CABLE 


a subsidiary of 
CERRO DE PASCO 
CORPORATION 


principal cities 


RUBBER COVERED WIRES & CABLES © YARNISHED CAMBRIC CABLES © PLASTIC INSULATED CABLES * NEOPRENE SHEATHED CABLES 


The cable was waiting for the Ser- 
geant when his truck pulled up. Not 
many hours after that the jets could fly 
again secure in the knowledge that, if 
needed, the barrier would be there to 
keep them from piling up. 


As one of the country’s leading manu- 
facturers of building wire and cable, 
Circle maintains complete stocks of all 
items. Not for Air Force emergencies, to 
be sure—but because that is the only way 
to guarantee electrical distributors and 
their customers the best possible service. 
Circle Wire and Cable Corp., 5500 Mas- 
peth Ave, Maspeth,NY. Dept. Cx 


New Wiring Calculator — FREE! 


Send today for this 
handy, useful 
wiring aid. Gives 
conduit sizes, am 
perage capacities, 
and helpful motor 
running data. 


— 
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How Do You 
Celebrate 
BIG 


Anniversary? 


1. Wish yourself a happy 
birthday? 


ya Give customers pencils 
with your name on them? 


3. Hold an internal party? 


4. Mail stuffers to 
customers? 


5. Hold an open house 
for the trade? 


6. Give away expensive 
gifts? 


Moore-Handley celebrated in a BIG way. To 
see what they gave customers, turn page 
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How Do You Celebrate (cont.) 


‘The South's Finest Show’ 
BUILD-UP 


LANS for celebrating Moore 
Handley’s 75th anniversary got 


underway almost a vear ahead of 
time—in late summer of 1956 

Committees were appointed for the 
three events in Birmingham, and at 
the branch offices in Mobile and Nash 
ville. In October, company personnel 
began contacting manufacturers, in 
viling them to provide displays at the 
shows 

Ihe events were planned for April 
and May, starting at Mobile 

lo promote attendance, Moore 
Handley sent about 75.000 pieces of 
mail to customers Ihe first letter 
went out in February, 1957. Promo 
tion pieces were mailed weekly after 
that 
e Frequent Meetings—-A formal in 
vilation and a follow-up invitation 
(left) were mailed to all customers 
Samples of promotion material and 


Le letters to customers are shown below 
ewan? After February, the executive com 

mittee met each week to plan for the 
Gort : ove spring events. Once a month. this 


w 


moor 


committee met with groups from the 


branches to coordinate activities 


—INDUCTRIAL 


VILLE BIRMINGHAM MOBILE 
APRIL 30, MAY 1,23, APRIL 23,24, 
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That's what Moore-Handley Co., Inc., of Birmingham, Ala., called its tra- 
veling trade show held for customers and prospects in three southern cities 


THE GRAND OPENING 


HE three shows were a big suc 
cess. W. C. Sparks, electrical sup 
plies manager, says. The events in 
Nashville and Mobile drew about 800 
persons each. In Birmingham, attend 
ance hit 4,000 
Mayo! James Morgan officially 
opened the Birmingham event by cut 
ting a cable at Moore-Handley’s 
entrance with a power saw 
Display Main Items——More than 
100 manufacturers of electrical, in 
dustrial and machine- tool supplies 
had displays it the show Ot these 
ibout 25 were electrical manufac 
turers who exhibited and power 
demonstrated the advantages of the 
principal products Moore-Handley 
ells 
Displays were set up in Moore 
Handley s warchouse aurea gurage 
cafeteria and office area \ snack 
bar was provided for guests 
lo stimulate attendance, two po! 
table television sets were awarded 
ich night of the three shows \ 
grand prize of a vacation for two peo 
ple in Puerto Rico and the Caribbean 
was awarded at the close of each of 


the three shows 


READY TO WELCOME guests to the 


ent are member f the distaff sice f 

e-Handle After registering at front 
guest were then taken to the d 

yreas by representative the firm 
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How Do You Celebrate (cont.) 


THE BENEFITS 


ASI year, Moore-Handley officials 

decided that a large trade show 
would be a perfect way of celebrating 
the 75th anniversary of the firm 

Such an event would enable com 
pany personnel ‘to meet customers 
with whom they transacted business 
It also would afford an opportunity 
for the customer to see just what 
kind of a job the distributor was 
doing 
Added Benefits But 
other benefits which members of the 


there were 


firm believed they could derive trom 
the event 

We wanted to bring to our areas 
items used in the con 
struction and utility trade 
Sparks electrical apparatus and sup 
explains By 


the newest 


plies dept 
grouping all of these products together 


manage! 


at one time under one root, we could 
show our customers products that 
might take months to demonstrate 
in the large area we serve 

In addition 
tomers and prospects to know the 
name of the firm better. Sparks says 
that especially with new industry 
moving into the South, many buyers 
do not realize that Moore-Handley is’ 
in the industrial and supply business 

We wanted to eliminate this mis 
conception Sparks explains. “We 
have gone so far as to eliminate the 
Hardware’ from the company 


Officials wanted cus 


word 
name On our former letterheads. The 
trade show brought attention to the 
prospect that we were able to serve 
his needs.” 
Added 
Sparks says, included the availability 
of trained Moore-Handley and tactory 
customers with 
opportunity to 


advantages of the show 


personnel tO assist 
problems, and the 
build prestige and a closer relationship 
with the manufacturers 
e Educational Value-——-He also em 
phasized that his own personnel were 
able to increase their knowledge of 
products and services the firm offers 
industry 

“This trade show was of tremen 
dous educational value to our custom 
ers and our own personnel,” Sparks 
says. “A person never stops learning, 
and we all gained a lot from the 
events 

In setting up the shows, Moore 
Handley personnel became better ac 
quainted with manufacturers’ repre 
sentatives by working with them 
closely 

Most of the expense was borne by 
the wholesaling firm. The manufac 


turers were asked to pay for the 
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shipping costs of thew displays only 
to Mobile, the site of the first event, 
and from Nashville, where the final 
show was held 
e Like a Circus—Free space was 
provided by Moore-Handley for dis- 
plays. At the conclusion of the first 
two events, the company provided 
six 34-ft trailers on which all dis- 
plays were transported to the other 
show areas 
the three 
loading and setting up the displays 
We all worked many hard hours 
tearing down and setting up displays,” 
Sparks says. “It reminded me of a 
circus, in a way. After one show, we 
would pack and move on to another 


Company personnel in 


divisions assisted un 


city 

In addition to inviting industrial 
and utility contractors, 
architects and engineers to the events, 
Moore-Handley invited students from 
from 


personnel, 


vocational and trade schools 
Several 
were asked to provide displays which 


surrounding areas schools 
would be of interest to the trade 

Key business people and local city 
officials also were invited to the 
shows 
e Displayers Briefed——lo insure as 
many benefits as possible for both 
themselves and the manufacturers, 
Moore-Handley presented an orienta 
tion program for factory personnel 
prior to the first show and made spe 
cific recommendations on how all 
three shows could be a success 

This is a selling and not a seeing 
Blair Simpson, show chat 
man, told factory representatives 
We hope you will do everything pos 
sible to attract attention to your prod 
uct or machine. If your equipment 
will run, turn or light up, please keep 
it operating 

“Your company and Moore-Hand 
ley have gone to a tremendous ex 


show, 


pense to get power driven exhibits, 
but they only attract when operating 
Please do not wait for a customer to 
ask to see equipment run before 
operating. People stop to watch mov 
ing, animated exhibits.’ 
e Follow Up Leads—More impor- 
tantly, Simpson suggested that when 
prospects stopped and indicated in- 
terest in a display, personnel at the 
names and 
companies from the badges. These 
then were to be turned over to Moore 
Handley for screening 

‘We know the prospect or cus 
tomer,” Simpson explains. “Our per 
sonnel are much better qualified to 
the potential for sales from 


booth should get their 


know 
these names.” 

Simpson also suggested that since 
the shows did not open until mid 
afternoon, factory men should follow 
up with prospects in the morning 
hours for possible sales 
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What Was 
Expected of 
Moore-Handley 
Salesmen 


Before the events got under- 
way, Moore - Handley issued 
mimeographed instructions to 
its salesmen on how to conduct 
themselves and how to make the 
trade shows “selling” events. 


Sparks emphasizes that sales 
men had an excellent opportunity 
to sell not only supplies but also 
good will to customers and pros- 
pects during the shows 

Salesmen were expected to 
meet with their customers and 
help make them welcome,” he 
says. “They were told not to 
isolate themselves with one cus- 
tomer or One group of customers, 
but to see as many as_ possible 
and show them displays in which 
they might be interested most.” 

For convenience, out-of-town 
salesmen were told that if any 
territory 
transportation to the 


customers in their 
wanted 
events, the salesmen could take 


them to the event and return 
them to their homes 
e Use Prospect Cards—Sparks 


says that one of the most impor- 
tant papers at the shows was the 
salesman’s prospect card [his 
was used when a prospect indi 
cated an interest in an item he 
saw at one of the display booths 

Information included the 
card was the name, tithe and com- 
pany of the prospect, the item in 
which he was interested and 
whether he wanted a salesman to 
call or merely wanted literature 
about the product 

Sparks says that salesmen will 
be busy for about three months 
just following up these cards 

“These events gave our Ssales- 
Moore-Handley 
representatives the opportunity to 


men and all 


demonstrate to our customers and 
suppliers that we are a progres- 
sive and aggressive organization 
with men capable of doing a good 
job.” Sparks says 

“We had the opportunity to 
create a lot of good will, not 
only in making future sales, but 
in promoting the company 

And he adds with a smile: “Oh 
yes, and it was a wonderful way 
to celebrate our 7Sth anniver- 
sary 
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Get quick service for a large number of different 
connection and wiring jobs with BLACKBURN’S Cross 
Tap Clamp. 


@ Eight connectors accommodate cable sizes from #6 
End-to-End Connections to 1000 MCM. 


@ Made of high strength copper alloy; silicon bronze 
bolts; phosphor bronze shakeproof lockwashers. 


@ Rounded edges for easy taping. 


@ Greater wrench rotation with either end or socket 
type speeds installation. 


@ Available from Electrical Distributors everywhere. 


Also available completely tin plated for general purpose work. 


1525 Woodson Rd, St Louis 14, Mo, Wydown 3-9430 
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You can handle a wide variety of jobs with this a 
\\ 
T. Connections 
Nie! 
= 
Parallel Connections \\ i 
ef} 


in String Sets 


handy Pack 


BECAUSE nearly | out of 3 
homes will see these 
sales-making ideas in. 


The Saturday Evening 


POST 


BECAUSE ) erful G-E broadside will tell 200,000 dealers Christmas light al 
hiv ustom will be looking for G-E Christmas lamps 


this year ‘ ill reach ‘em im time ft 
sO specify Creneral!l 


and for renewal sales 


BECAUSE Cicneral Electric will offer some exciting new Christ 


nas lamps this year. (A k your supplier ) 
| 
caeaiers the 


BECAUSE G. FE. is sponsoring another sales-zooming lighung co cash in 


contest the kind that helped produce thousands of Nela Pa 


GENERAL ELECTRIC 
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~~ This year you and your dealers will 

is YES. THERE Isa 
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DIAMOND MARKET 
FOR ANCHORING DEVICES IS 
GROWING---FAST 


DIAMOND the first name in anchoring for 
over 60 years, has added a new, sturdy, sure hallow wall 
fastener — Wing-Ding —to its complete line. pat 
entees of the expansion bolt, DIAMOND meet e¥aEy 
industrial need in anchoring devices. Each one Rae 
engineered, built-in quality accepted for years in fag 
DIAMOND masonry drills. 


You can fill every an horing device need with i 
DIAMOND line —expansion shields for machine bolts 
and lag screws, SUPER-GRIP* expansion bolts, ¢ alking 
anchors, RAM * anchors, CRIMP NUTS‘, toggle bolt @ 


DIAMOND EXPANSION BOLT 
. 500 North Avenue - Garwood, New Jersey 
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Now DIAMOND adds Wing-Ding, positive setting, 
i-prone action hollow wall fastener that really stays 
put. [we stock sizes fit all hollow wall applications 

DIAMOND also supplies masonry drills, bull points 
DIAMIDE carbide-tipped masonry and core drills. 
Maeeenry drill kits, drill holders, and drill points. Your 
Seuere for pole line hardware, too! 

Convenient DIAMOND branc hes carry complete 
stocks. 

Write today for sample Wing-Ding. See for yourself 


Rvhy it’s so much better 
“Reg U.S Pat Of 


co., Inc. 


sees 
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Ever Consider 


Renting a Trailer 
And Tools? 


Electric Supply Corp., of Chicago, did. And its pro- 


VICE PRESIDENT 


worked 


gram, designed to provide contractors with an addi- 


tional service, has resulted in additional business. 


Your Name On This Trailer is a 
Prestige Builder With Great Advertising Possibilities 


RED. ALL STEEL 


R E N T THIS TRAILER 


for a Project Office or Tool and Material Storage 


Costs less than 75 of old tashioned methods! 
re convenient than erecting shanties 
minate maintenance and storage problerr 
Lends prestige to the contractor! 
Aftords you space for your advertising message! 


pnting puts you in a more tavorable tox situation! 


LOOK AT THESE LOW RATES 


only $30.00 per month 


plus delivery und return chorges 


ECONOMIZE—RENT IT-ANOTHER SERVICE OF 
ELECTRIC SUPPLY CORP. 


call ANdover 3.5225 any time 


ask for Contractor Service Desk 


| 
L 


LITERATURE, such as lesé ‘ e trailers which can be 


rented tr i . y ar i preparation for immediate 


delivery t 
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ALES can be stimulated by pro 

viding work-saving devices for the 

customer, personnel of Electric 
Supply Corp., Chicago, have found 

As a new service, company officials 
recently started renting large trailers 
to the electrical contractor to serve 
as “shanties on wheels 
e Accounts Increased “In today’s 
age of competition, it is necessary to 
provide new facets of service,” Guy 
Ederheimer, Jr., executive vice presi 
dent, says. “This rental program has 
proved beneficial not only to our reg 
ular contractor customers, but it has 
helped us, too, in obtaining new ac 
counts 

When we started the program, we 
believed that if a customer rented a 
trailer in which to house his supplies 
while working on a large job, he 
might be more inclined to make his 
purchases trom us 

At first, says Ederheimer, contrac 

tors believed that before they could 
rent a trailer they had to make their 
purchases from Electric Supply 
They were advised this was not so. 
e Tools Rented—In addition to trail- 
ers, Electric Supply offers a wide se 
lection of power tools for rent. If tools 
are rented, the firm will outfit the 
trailer with shelves on which the tools 
can be placed 

The minimum rental period for tools 
is one week. Rental prices vary with 
the type of equipment, and rates 
diminish each week until after one 
month. After that, a standard price 
is charged per month 

Later, if the contractor wishes to 
purchase all or part of the tools, Elec- 
tric Supply will deduct the price paid 
for rental from the selling price. 

As yet, the benefits are intangi- 
ble.”” Ederheimer says, “but we have 
gained our purpose: to convince the 
contractor we want to help him!’ 
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MINIMUM RENTAL PERIOD ONE WEEK 


RENTAL EQUIPMENT DESCRIPTION 


STANDARD POWERCRAT portable cable puller 1nd pow piere long adjustable boom 
wo wher 
JUNIOR POWERCRAT portable cable puller power u mpiete with re 
SENIOR POWERCRAT portable cable puller weer 
POWERCRAT cable broke 
POWERCRAT smoil reel wheel 
POWERCRAT foreman helper eman x4 wide, cw 
POWERCRAT powerjock, pr: g tig drilling 210.0 
walls, vertical d g up and down, 4.5% tra ak w < pla « 
POWERCRAT portable elevator hoist ond coble puller 4 
Ree! jocks with axle, Simpicx = R jack 
BLACKHAWK PORTO-POWER electricion’s pipe benders, thin wall conduit ber 
BLACKHAWK PORTO-POWER electrician’s pipe benders, new Featherweight, Alum ender 199.0 
BLACKHAWK PORTO-POWER electrician’s pipe benders, handles | 4 330.00 
BLACKHAWK PORTO-POWER motor driven pumps, =! * ode! for ' A 
BLACKHAWK PORTO-POWER, electrician’s Hydraulic knock-out punches, =55 
Thor portable generator set. 0 Wars AC 
Thor portable generator set, (500) Wars 


There is an CHICAGO, ILL. 
ELECTRIC SUPPLY CORP. 701 W. Jackson Bivd. 
Office near yeu... ANdover 3-5225 


HAMMOND, IND. 
4511-4515 Calumet Avenve 
SAginew 1-1300 


AURORA, 


Ask about our Rental-Purchase Plan 


HLL. 


517 S$. River St 
Bishop 2-1694 AUrora 7-8663 


ELGIN, HLL. 
(Fox Electric Supply Co., Affil.) 
67-69 N. State St. 
SHerwood 2-4380 


MILWAUKEE, WISC. 
2147 S. Muskego Ave 
ORchard 1-1178 


Ask about our Rental-Purchase Plan 


f 


SCHEDULE 
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IDEAS FOR I-T-E DISTRIBUTORS 


1-T-E enclosures are side-hinged—no need to 
remove, or prop up, the cover, It is neverthe 
removed, the hinge being of the 


-and-socket type—lifts off and on readily. 


Field checks indicated that the addition of a 
supporting bracket would be a big help in 
installing larger breakers, and this feature | 


now added on all large-size enclosures 


These individual cable lugs, cach an Allen head locking bolt, make connection 
of cable fur easier and provide ‘ turdier, neater . ‘ An exclusive 


SOO ampere breaker iIppro entrance equipment, 


SEVERAL EXCLUSIVE FEATURES COMBINE 
TO SAVE YOUR CUSTOMERS MONEY 
WHEN INSTALLING CIRCUIT BREAKER EQUIPMENT 


In designing molded case circuit break I-T-E enclosures, too, have exclusive, 
ers for higher capacities, for example built-in features which greatly facilitate eael ser > 


I-T-k design engineers recognized that installation of circuit breaker equipment To facilitate drilling holes of the desired size 
the difficulties inherent in making large saving additional installation time, 4d position, end-plates of larger enclosures 


multiple cable connections had to be And since time is certainly money these ©#" be unscrewed and removed. Drill to 


*xact conduit needs 
considered, Pictured above ts their solu days, your customers will appreciate the YOUT exach con at 
tion—“‘stacked” lugs for time-saving time-saving features pictured here which 
installation, No need to fight clumsy will work in their favor even before the 


unyielding cables I-T-E breakers are in service 


1-T-E CIRCUIT BREAKER COMPANY . 19th & Hamilton Sts., Philadelphia 30, Po. 
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RIGHT THERE YOUR CORNER 


helping save time ... hold down costs 


CORNER FITTINGS? Well, here are three 
that have proved immensely popular for the 
simple reason they’re easiest to install — save 
time and labor that really counts up. Like the 


90° CORNER ADAPTERS 
Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
plated. Your choice of sizes from 2" to 2”. 


gar? 


In 
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rest of the full Gedney line they’re made of un- 
breakable malleable iron...accurately machined 
and threaded... individually inspected. Order 
Gedney — always — for lowest installed costs! 


GEDNEY FITTINGS FIT 


90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from ‘2 to 2”. 


CORNER PULL-IN CONDUIT ELLS 


Today's top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 
cadmium plated. Sizes run from 2" to 2”. 


GEDNEY 


ELECTRIC COMPANY 


RKO BLOG. + RADIO CITY «+ NEW YORK 20 


Foundry, Factory and Shipp ng Point: Terryville, Conn 
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NEEDED: a separate fixture showroom 


ATTAINED: That, Plus 
Marle's Make-over 


EVERAL MONTHS ago, lack of 
space was a problem at Marle Co., 
Stamtord, Conn. Counter and 


howroom areas were located too close 


together, and each was outgrowing tt 
pace 

[hats when President Martin Le 
vine decided to take action. He ex 
plains that because he wanted to pro 
vide the maximum amount of show 
room service to the customer, he de 
cided to move the counter department 
into a separate building 
* Had Many Ideas We decided 
that since we were going to dress up 
the showroom, we would create a good 
counter area, too,” he says I had a 
lot of wurchousing ideas | wanted to 
try, which | believed would make 
work easier for us, and provide better 
and faster service for the custome! 
Both of us would be able to benefit 

Following are illustrations of some 


of the ideas Levine put into practice NEW showroom is in location once occupied by counter area. 


for a more smoothly flowing operation \ variety of fixtures are featured in four room r xtures are hung 
ypere lifferent level f the ceiling for better appearance 


NEW counter area is now in separate building. Now, the counter is near the complete stock, and orders can be 


Prior to the move, this entire building served as a warehouse filled faster L”’-shaped counter al takes up le pace 
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NEW racks can hold various sizes of supplies. 
Bulky supplies can be placed in front while r shelve whict 
ire at a different level, can ac mn 


Quantity tock 


broken boxe 


OLD shelving in the racks was at same level. 


Bulky cartor of supplic were f 


ntent f broken cart ften were scatter 


NEW storage facilities for on saves mucn space. 


The adjus table forage 


the mixing of differ 
the ze ordered, whict ave 


OLD method of storing BX produced poanananan 


Rolls were stacked on the f! r against the wa Ofter 


were intermixed. and orders wert lelayed 
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NEW racks for cable reels provide easy access 


erhead 


OLD storage of poole was against wall. 


here 


NEW shelving for small cable rolls is flexible. 


ea maintair nvent 


OLD method provided no order tor good stocking. 


shel ve were not adjusta nad rea ‘ 


Turn page for more ideas 


| 
. 
a Houseful of Solid Operating Ideas bs 
on 
lee] 
a 
ithe x 
with ttle eftort able wed the ition to pre 
‘ 
eC“ tessSC“‘‘_SCSCSCS:C:C‘(’‘#$ESU custome ften were delayed while orders were being filled Bs 
time for customer 
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Marle’s Make-over (cont.) 


Ideas Help Speed Customer Service 


NEW way was devised to stock heating elements. 
different sizes of 
which 


tructed rack to accommodate 


id more 


Levine cor 


than 20 elements, 


front « 


clement Lach space can h 


identitie if carton 


can be atalog numbers on 


OLD method could not accommodate entire stock. 


pace of which held 


4 manutacturer rack, the 


identified by 


Levine used 


five unit Size metal tag 


were 


NEW literature racks are near counter area. 
vided literature 


which is accessible to cust 
tored on the arr 


space for manufacturer 
mers. Each 


helf to avoid confusion 


Levine pre ample 


specific piece f litera 


ture | 


OLD space could not accommodate literature. 


Vuch unter for cust 


to take, to time 


placed on the « mers 


of the material wa 


which cluttered the area from time 
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NEW guide permits quick location of cable. 


This chart 


f 


warehous By 


lered, the 


erves aS a master guide in the 


number the e ore 


mn of the 


inding the 
xact locati 


OLD method of reel location was guesswork. 


had t 


Jo specific area was assigned for a ci ze. Warehousemen 
{ 


remember where specifi 


NEW conveyor belt speeds movement of goods. 


can be sent from the first to the cond floors of 


with |i e ¢ 
they want are ) é 


Now supplies 


the warehouse ffort erved more 
rapidly when supplie nd floor 


OLD method of hendting took time and effort. 
W are ies up the steps to the second 


yusemen had to carry supp! if 
floor. More 


time was requi {1 to fil ners’ orders 
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Hubbell 
Exclusive 


The First and Only 


Twist-Lock 


Uy} APPROVED FOR 


GROUNDING 7° 


A 
AMP «PURPOSES OWLY 


Cat. No The 4700 Series® Twist 
4720 Lock“units shown at left 

3-wire represent the onu/y ap 
meeting Code require 


A Complete New Line —Non-interchangeable ments for 125 volt ground 


With Regular Twist-Lock"Units ing. By installing these 


devices, the user cannot 


make the often fatal mis 


The "Twist-Lock” equivalent of the 5262 take of plugging into a 
fa line of Straight Blade Grounding devices ‘phase circuit by acc 
a dent. Once and for all, 
these devices eliminate 
the danger of mistaking 
For Applications that Require Positive 
single phase plus ground 
Grounding plus Positive Locking with a 3-phase circuit 
Leaving nothing to 
chance, each unit is spe 
Elbow -shaped Grounding Slot Prevents cifically designed tor 
Insertion of Regular Twist-Lock Caps grounding only, thereby 
completely preventing 
interchange with regular 
*T wist-Lock"units 
4700 4730 
4 
3-wire, 125 Volts 3-wire, 125 Volts 
Duplex Receptacie Connector Body 
@ Non-interchengeable with 
regular Twist-Lock unite 


@ All 4700 units made in 


distinctive brown color 


@ Complete line approved 
by UA 


4720 4723 pas 4726 ) 


Rubber Cop Bakelite Cap 


New j-wire caps are supplied with distinctive elbow shaped grounding blade Caps will fit 4) 
Series connector bodies or receptacies only They cannot be used with regular Twist Lock devices 


@ The only Twist-Lock line 


designed tor grounding 


FACTORY WAREHOUSE 
LOCATIONS ASSURE 
NATIONWIDE STOCK 

AVAILABILITY 

Bridgeport 2, Connecticut 

State and Bostwick Streets 

Chicago 7, ilinois 

37 South Sangamon Street 

Los Angeles 12, Californie 

103 North Santa Fe Avenue 

Sen Francisco, California 

1675 Hudson Avenue 


Delles 7, Texes 
1111 Dragon Street 


only 


@ Easy-to-identity green 


hexagonal grounding 


screw 


@ Pressure grip back wiring 


@ Rugged construction 


threughout 


2 
] 
A 
4 
< 
| 
F/ 
2 
500 
ry ry 
x 
ii 
3 
: 
a 
ABS 


you can be sure 


IT'S GROUNDED 


15 AMP.—125 VOLT 


GROUNDING PURPOSES 


Thanks to National Electrical Code grounding oe 


tions aod the introduction of tgs devices with | 

shaped grounding blade (,9))it is now possible to 
eliminate accidents caused by inserting a cap wired for 
single phase plus ground into a 4-phase circuit recep 
tacle. An exception to this has been in the important 
area of locking connectors, Anticipating this special 
problem, Harvey Hub bell, Inc now introduces a com 
plete new line of" Twist-Lock"for grounding purposes 
only. This new line is non-interchangeable with regular 


Play it safe by installing Hubbell quality 
wiring devices in your office or plant. 
Complete information on this new line 
of “Twist-Lock” grounding devices is 


available on request. 


ONLY 


“Twist-Lock” because of a distinctive elbow-shaped 
grounding slot which prevents the inse rtion of regular | 
*Twist-Lock’caps. This new 4700 Series” Twist-Lock” 
line is designed for 125 V. ces lor sd that require 
positive grounding plus positive locking for example: 
portable electrical tools, appliances, ty pe- 
writers, water coolers and other electrical machines 
and equipment. By installing these new ‘grounded 
only” units, fatal accidents sometimes caused by plug 
ging into a $-phase circuit can be eliminated 


electric 


WIRING DEVICE 
WAREHOUSE LOCATIONS 
ASSURE NATIONWIDE 
STOCK AVANABILITY 

2, Connecticut 
State and Bostwick Streets 
Chicage 7, 
37 Sovin Sengamon Street 
Los Angeles 12, California 
103 North Santo Fe Avenve 
Sen Francisco, California 
1675 Hudson Avenve 


Delles 7, Texas 
1111 Dragon Street 
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A MESSAGE TO AMERICAN INDUSTRY ONE OF A SBRIES 


Industry Creating 
New Breed “Bonus 


THE STARTING SAI ARTES offered to this COM panies listed the taector they had consid 


graduates give the Impression that ered betore aces pling a position Lhe ve plies ol 


vear's June g 


industry is creating a new breed of “bonus the yvounge enginees and screntist those with 
babies.” This is the term baseball tans apply lo less than five veat experrenes have greal 


sturdy youngsters whose talent for hitting and significance for employers who want to make 


throwing gets them payments of up to 3 100,000 any impression in the highly competitive tat 


and other benefits for signing a contract. ket for college graduate 


For several years industs demand to @ Potential growth of the company was 


young college graduates, Cs prec ially se renee lj ted by more engineet ind «scientist 


aad oe ae has outrun the number recety- than any of the 42 other items on the list as a 


ing degrees, ompetition for these young people sreativ 


has steadily pushed up the starting salaries and accepting, @ position 
has induced many companies to indulge in lay ; 
@ Challenging opportunity was second 
ish ruiting Propratis. This year engineering 


graduates are being offered well over $400 a @ the companys prestige and reputa- 
month, and even liberal arts graduates finial tion ranked third 
numerous offers at S400 or more Only ten 


years ago the salaries offered senior engineer 


ing students averaged less than $250 a month 
But any employer who assumes that Average Monthly Starting Salary 
high starting salaries alone will assure him Offered Engineering Graduates 
the number of June graduates he wants 
is likely to be disappointed. \ recent studs 
by the MeGraw-Hill Classified Advertising Di 


— 
2440 
vision shows that most young engineers ind 
scientists going into industs ie more inter 
ested in thei opportunity sand ina company: 
future than they are in the size of their first 
paycheck, 
‘47 48 


4 50 
Money Isn't Everything 


In the MeGraw-Hill 2.596 recently 


hired engineers and scientists employed in 97 
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@ Progressive research and develop- 
ment program was fourth. 


@ Starting salary ranked only seventh. 


Job and Future Most Important 


As a group, the factors relating to the 
nature of the job, its future and the com- 
pany’s future had by far the greatest influ- 
ence in attracting young engineers and 
scientists to their present positions. These 
include three of the top four attractions—poten- 
tial growth of the company, a challenging op- 
portunity and a progressive research and de 
velopment program. Other factors in this group 
are the company’s facilities, quick advancement, 
self-direction or little supervision, chance to 
work in a certain field, small size of company 
and rewards for individual accomplishment. 

The second most important group of at- 
tractions had to do with prestige. These 
include the company’s prestige and reputation, 
executive or professional standing and associa 
tion with leading men in the field. Third in im- 
portance were financial considerations 
starting salary, regular salary increases, finane- 
ing of relocation, paid vacations and holidays. 

A less important group of factors influ- 
encing young scientists and engineers 
were essentially social. Geographic location 
and educational facilities vicinity ranked 
fairly high, But recreational facilities, suburban 
or country living, pleasant housing and cultural 


considerations had little appeal. 


Ranking lowest, by a good margin, were 
factors having to do with security — perma- 
nent position; health, life and surgical insur- 
ance; retirement or pension plan; and sick leave. 

It is interesting to note that some of the 
factors which influenced the smallest percen- 
tage of young engineers and scientists were 
country club memberships, use of company car, 
at-cost or low-cost eating place, travel opportu- 
nities abroad and being able to buy the com- 


pany’s products at a discount. 


A Lesson For Employers 


The lesson of this survey to employers who 


What Factors Influence the Job Selections of 
Young Engineers and Scientists? 


Percent 
Listing Factor 


Factors influencing Decision Greatly 


Potential growth of company 55% 


Challenging opportunity 


Company's prestige, reputation 44 
Progressive research and development program 41 
Geographic location 37 


Permanent position 


Starting salary 14 
Educational facilities in vicinity 13 
Regular salary increases 31 


Chance to work on specific project 
or in certain field 27 


Company's facilities (laboratorie 
technical libraries, etc 2s 


Tuition for graduate study 
Based on replies by recently-hired engineers and scientists with 


less than five years’ experience to questionnaire distributed by 
McGraw-Hill Classified Advertising Division. 


hope to recruit more young engineers and sei- 
entists is clear. High salaries and other financial 
appeals are important. But, at a time when 
high starting salaries are offered in abun- 
dance, our young graduates are interested 
even more in being with companies that 
will grow and in jobs that will permit them 
to grow. They are interested in jobs that 
offer opportunities for advancement, fi- 
nancially and professionally. 


* + 


Were the young scientists and engineers who 
participated in the survey trying to impress 
somebody with their motives? If so, itcould only 
have been to impress themselves, for all were 


asked to return their questionnaires unsigned, 


This message ts one of 4 series pre pared by the 
VUcGrau Hill Department | Economics to help 
increase public knowledge and understanding 
of important nation-wide developments, Per- 
mission ts freely extended to neu spapers, 
groups or individuals to quote or reprint all 


or parts ol the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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Adequate descriptions 


“™ 


Comparative catalog 
numbers 


NET prices 


chee 
nt | 


Zone information 


t 
Quick indexing 


TODAY'S prices 


cal. net 


over 


etl \ cat. 


Extreme accuracy 


274° 469, 0¥ 


108.00) $220- 


JONAL PRICE 


HENDERSON-HAZEL CORP. DEPT 876 1 
Every item listed in NATIONAL PRICE SERVICE 
3601 Euclid Avenue, Cleveland 12, Ohio 
is pictured to eliminate misunderstandings and Please send complete details about NATIONAL PRICE SERVICE . 
immediately - no obligation 
to remind your customers to order items they ' ; 
would otherwise forget. Show them to your § im i 
i 
customers and watch your sales boom | i i 
Address i 
Mail this coupon while you're thinking about if i 
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TIPS ON THE CODE 


Designed to help you backstop customers on... . 


Article 310—Conductors 


The background and comment on several irmportant revisions in the 1956 Code 
on conductors in multiple, aluminum conductors, IAC and cable end protection. 


VIERAI iznificant revision Ihe change ire as follows I he revision of the Code 


have been made in the 1956 . . climinates the upper limitation so that 
Code con ecirning onductor Sec. 3105: Conductors in Multiple conat large! than mem may 
muliiple, aluminum conductor current According to the 1953 Edition of he run in multiph 
currying cupacity, the use of Inter the Code, conductors in multiple wer it is an LA.EL. proposal sup 
locked Armored Cable and protection limited to siz 10 to OO mem vorted b the following comment 
ut cable ends inclusive Although SOO mcm is generally con 


sidered the largest cable desirable for 


. economic and other reasons, occasion 
Fig. 1: Capacity Subject to Reduction Factor ye 
illy wt become necessary to use lar 
vel ibk ind their use in parallel 
= each conduit hou ot | prohibited th 
nm ot 
A 
Conduit Personal Comment: While there 
6 B may be occasions where such proce 
Conduit J dure is desired, serious consideration 


f ; -——+4 hould be given the fact that the cur 


rent-carrving capacity of a conductor 


No. Cond'’s Cond. size Amps Total Amps. per Conduit does not increase in direct proportion 
Amps to th r. A result: the larger 

2 750 475 950 63 3% 
2 500 480 760 76 % the conductor, the less effective use 
2 260 265 510 102 2 “vo of the copper. We have endeavored 


to emphasize this point through the 


illustration and computations covered 


3-250 mcm would be equivalent to 2-500 men by Fic. 1 
(75O mem) (i000 mem) 
\ Sec. 3106: Aluminum Conductor 
All Conductors in One Conduit 
80% Reduction Foctor \ Current-Carrying Capacity 
7 The 1956 revision of the Code con 
tains two new tables in Chapter 10, 
Cond size Amps Total Amps. per Conduit ‘ 
mom RH Amps me.m size designated la and 2a, which cover ° 
750 480 760 506 6 the current-carrying capacity of alu 
500 304 6068 608 5 minum onductors 
) ¢ 
25¢ 204 408 BI6 3/2 According to the 1953 Code. alu 


minum conductors were limited to &4 


Table 1: RH, RH-RW, RHW (RHH not compared) ne eee 
= pacity ot copper conductors The 
Wire Current-Carrying Capacity newly 1 gnized aluminum capacitic 
Sj nee ne range trom 78 to 83 per cent of cop 
Aluminum Copper per capacities, depending upon the 
Table la Exception Table | Exception ize of the conductor, The values 
hown the result of a study by 
2 90 100 | 15 87 . 1 speci il technical subcommittee ap 
| 100 110 130 85°/, pointed by the correlating committee, 
o/ 
10 120 125 150 83°, Electrical Section, N.F.P.A 
2/0 135 150 175 85% Ihe use of aluminum as a conduc 
3/0 155 170 200 85" tor is constantly increasing, and the 
40 180 200 230 87°, wholesaler salesman should be famil 
+ jar with these new tables and other 
*Exception For 3-wire single phase service and sub-service circuits [fine print factors involved with the COTrect use 
of this conductive material 


note, Tables ta and 2a) 
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in a series by B. A. McDonald 


TED AUTHORITY ON THE CODE 


Exceptions to Tables la and 2a 
Fig. 2: Interlocked Armored Cable Use Limi.aticns 


It Significant to note the 


tions covered by the fine 
following the Tables la and TYPE ACV LIMITATIONS 
lowable Current-Carrying 
) ate onducto 
of Insulated Aluminum uctol Exposed work in dry locations of industrial and commercial 
in Amperes”). They apply only wher occuponcies 
three wire single phase 
und sub-service circuits” are in ve ‘ 600 volts or less. No. 4 or larger 
() h applications the current 
lic Over 600 volts. No. and lorger os recognized in Sections 
carrying capacities of aluminum con * 
and i2! of the code 
ductors Ly px RH RH-RW RHW 
and RHH, ranging from No to Subject to provisions of Article 334 
0 inclusive, have been slightl 
creased Type ACV armored cables are listed by UL under “Wires, 
Service entrance conductor thy Varnished Cloth. At the present time, seven monufacturers list 
the limitations set ire ordinarily short 
; this product. Maximum UL voltage: 5000 volts 
mn length and the exc plions po ibly 


are justified on this basi 


The whok saler salesman, howeve! f 
must remember the limitations with ; aioe A vast new field hos been opened by this new Code revision 
respect to size and usc . : records will be influenced by the quality of the installations fron 
fable | covers these NON engineering and installation standpoint. Proper fittings and supports ore 
and the computation imdical important considerations. Mechanical injury must be seriously considered. The 
Improv ed relation between coppe need, in the rewiring of old buildings, for high voltage distribution to transformer 


aluminum, when the exception Substations is constantly increusing in commercial occupancies 


ipphied 


Sec. 3342: Use, Type ACV 
According to the 1953 Code, 1 Fig. 3: Requirements on Cable End Protection 


of ly pec armored 


often referred to as Interlock New Method: 
mored Cable” was restricted solely to 


industrial purposes 


The 1956 revision of the Code ha eee wa oe 


extended such recognition to comm 
Arm cable 
cial purposes “gr 


Supporting Comment: Attentior 
Hoa required here 
was called to the big iner in : 
Outside 


commercial loads due to au Conduit 


mason y 
ing and improved lighting 
need for a fle xible 


facilitate the re-wiring of 


buildings, at a minimum o 
It was also contended it the Old Method (no /onger recognized) 
ficld experience with AC indu 
Coupling 


try reflects a high degree of sate per 


formance due principaily to th 
Armored coble ) onduit 


ability of properly engin 
and supports Wires pulled into conduit Cable 
¢ Commercial Purposes: connector screwed fo coupling 
this new Code provision 

Armor str pped 
ted to panel of the Elect: tt wires 

, 

tion N I A it Nia Questior essidD Ww anti short bushing 


commercial purpose 


viring of occu incl ik 

buildings Sec. 3347: New Protection at 

© Application: AC \ , ' Cable Ends Rule COMING NEXT MONTH: 

used extensively i Article 410-Fixtures Covers 
revisions affecting the mounting 

of fluorescent fixtures on fiber- 

board Article 422-— overs 

three provisions for air-condi 


dustrial o« upancr 
feeders to metal-clad ts 
stations. A 

tion has heen 

( ode revision tioning units 


limitations of us 
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Killark goes the 


for a first-hand report on the 


A KILLARK JOB LASTS AND LASTS. A con Bis Be 5 
tractor wants to be prou d of the job he 

does. If there's anything that hurts, it's 

to have to come back to a job a few years 

later and find it half eaten away by the 
ravages of time ind) weather There's 

never such a problem with a killark 
Electrolet on the job — because aluminum 

does not rust or corrode 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 


is 

| 

— 


“Man the Ladder” 


advantages of KILLARK fittings 


I was talking to one of the folks from Killark 
the other day, when he said to me, “You know 
we've been telling contractors about our Killark 
fittings for a long time — but as any manufac- 


turer would, as we see them. 


“Seems to me,” he continued, “the real person ag, if ; 
to tell about our fittings is the man who actually one FITTINGS OFFER 3-WAY STRENGTH. Don't let the 
3 ‘ rd “aluminum” fool you. Killark fittings are not only 
Killark foundry recently ind they showed me how 
Now that makes sense to me. If anybody knows these fittings are die-cast from a special alloy under 
the problems and pleasures of installation, that 10,000 Th pressure. They tell me this produces a 
er-grained metal, 1 don't know about such 
, person would be the fellow who has to climb things, but I do know in my first-hand experience of 
. up the ladder, with wrench in hand, and install putting a tool to these fittings that they can stand shock 
: ‘eae’ and strain far beyond any on-the-job requirements 
/ these fittings! And because I’ve been installing 
Killark Alumalet fittings for almost as many 
‘ years as they've been making them, Ive been 


asked to tell you about some of the things 
I've discovered, and learned to expect from a 


Killark installation. 


... The More | Install, 
The More | Insist 


on KILLARK QUALITY! EVEN THE “BIG ONES” ARE EASY TO INSTALL! Ask any 
‘ etor Vv out on the wiring line day after day 
WHY DON’T YOU TRY KILLARK ON YOUR NEXT JOB? wll tell you how much he appreciates the lightweight 
3 ke lo } ‘ py I'm holding here at arm's 
vith an iron fitting! 


| LIKE KILLARK’S EASY-MAINTENANCE DE- AND THE KILLARK Sree 1S REALLY KILLARK SPEEDOLETS ARE FASTER AND EASIER TO INSTALL 
SIGN, TOO! You don't have to reconstruct COMPLETE. Hlavent come across a lake the feature on tl ypeedolet entrance fitting Tim 
in order to relamp a_ Killark j » yet whe installing ‘ lipped it over the conduit, tight 
Twist a couple of screw chang ) Killark fitting wn ! ale wal tw ev i © job v done! No threads to 
bulb replace the glas it Thi warehou ou ‘ ! i driver. Killark j ilway 
typi il of the simple ed wr | d with a Killark +» por tight commit mM ‘ g lil to ive us fellow 
all Killark fittings and fixture 0 fixture Moisture or humidity i" dae little work. and we sure 
example, the roomier splicing areas other it ip ite ive ‘ new Speedolet 


all Killark Electrolet 


Atlanta 69 Mills St, NW Dallas 1901 Griffin St Philadelphia 2014 Chancellor St. 


Boston 49.51 D St Denver 1073 Galapageo Pittsburgh 4630 McKnight Rood 
SALES OFFICES and Bowron 278 johnson 
WAREHOUSE STOCKS Chicage $20 Wee Adem Detroit 83 Mack Ave San Francisco 714 Harrison St 


Cincinnoti 1031 Meteo Or Los Angeles 412 Seaton % Seattle 4130 First Ave, Se 


Baltimore 11 W. 25th St Kansas City, Mo 616 W. 26th St New York 600 W. 18let St 


SALES OFFICES Columbus 390 McCoy St Minneapolis 826 Andrus Bidg 


Sales Offices and Warehouse Stocks throughout Coneda 
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THE SALESMAN’S TECHNICAL NOTES 


No. 44 


HOISTS, 975, pulley blocks, 
CAP ISAIIS 
witches are designed so 
CVOSSAVIIS AIIM 
CONMUCIOT'S ANA 


TRANSFORMER 


PROTECTIVE 


CLOTHING -—gives, shoes, 
sleeves, Aars, 

or Complete are 
spectlically gred 
Provide prorvecsior 
five (1770S 


LIVE LINE TOOLS permit modification 
annecessary (or jinermers Jo ger 
hot while SUCH operaTiors 
as replacing or 


or poles; or 


\ CONDUCTOR STRINGING BLOCKS 


arid sheaves are used Aur- 
11g, Te pro- 
vide suppor 
Conduciors as the 
pullea into place. 


DISCONNECT 


STICKS 
aA other hand. 
are 
Fo 
Operate SUSECS, 
ara 


S77O UW. 


as well as 
wird, ana 


ANA FORA 
sible for fhese 


ar 
sore a starce 
Or” ko/r- 


ages @ 
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Pinpoints the Information You Need on 


Pole 


By J. F. McPartland 
and W. J. Novak 


N ADDITION to the common ex 
panding and plate anchors used for 


general anchoring applications, there 


are other types of anchors widely 


used for various conditions of soil 
These other types of anchors include 
e Screw type anchors 


quickly 


which are 


installed anchors used for 


veneral anchoring and for anchoring 
in sandy or damp soil where it would 
be difficult to dig an anchor hole 
This anchor consists of a large diam 
which 


like a 


inserted 


section of 
into the 
corkscrew, by 


ele! short screw 


is screwed ground 
means of a bar 
through the eye of the anchor rod 

e Rock anchors 
to provide anchoring in rock or ex 


which are used 


tremely rocky soil. In such’ cases 
standard types of anchors could not 
The rock anchor is installed 
hole drilled in the rock 


develops holding power by self-wedg 


be used 
m a and 
mg action 

e Cone anchors 
for anchoring in rock when the anchor 


which are used 


dynamite or for 
This 


anchor is simply a steel cone to which 


hole 1 blown with 


anchoring in a hole dug in shale 


the anchor rod attaches 
in the hole and backfilled 


It is plac ed 


Tools and Equipment 


Because pole line work ts heavy 


construction, a wide range of tools 


and equipment is commonly used for 


various phases of the work. This 
includes transportation vehicles, pole 
handling and erecting equipment, hole 
digging equipment, many small tools 
for handling poles and tools and 


equipment used for wiring poles 
e Line Trucks 
of trucks are used for 
The largest types of trucks 


Many different types 
line construc 


tion work 


are called full-body line trucks. On 
these trucks the large body behind 
the cab consists of side walls which 
are divided on the outside into vari 
ous sizes of compartments to hold 
materials, tools and equipment. Thes 


compartmented walls semi-enclose the 
body of the truck where the line crew 
sits and where large tools are stored 
[he top of the body can be enclosed 
engage the 
trucks are 


by sliding covers which 


Full-body line 


sides 


com 
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monly equipped with winch and det 
rich arrangements to handk ctiin 
of poles up to tt long 

Smaller line truck have compart 
mented bodies with shelves and bin 
to hold supplies and are equipped 
with racks to hold various  pok 
sticks. These are similiar to standard 
pick-up trucks. They may also be 
equipped with extension ladders and 
or with small capacity winch and 
derrick setups for poles up to 35-ft 

Many line trucks, both large and 
small, may be equipped with hydraul 


ic-lift platforms. Such equipment can 
truck to provick 


be mounted on the 
platform 
work on 


a rising which me 


chanics can pole mounted 
luminaires or other 
Pole Trailers A 


ferent types and sizes 


equipment 
number of dil 
ot pol hauling 


trailers and donkeys are made for 
attaching to the rear of pole line 
trucks to carry poles to the job. Thes« 


are heavy duty, steel frame assemblies 


with two or four wheel carriages 
Ihe heavier units are called trailers 
the lighter units dinkeys 

On either type, provisions are mack 
for supporting the poles and tying 
them down during transit. In the 
larger sizes of pole trailers, a variety 
of constructions are avatlable with 
such features as: removable fender 
storage space for other equipment 
such as pole transtormers 
brakes on the vheel telescoping 


connection between carries of four 
trailer length 
for different lengths of pol 


wheel trailers to adjust 


e Pole Hole Diggers — arth borin 
machines are used for digging pok 
holes and anchor hok I hie are 


available in several types for use on 


the rear of different types of pol 
line trucks. Operating just like big 
drills, hole diggers are usually ar 
ranged to swivel into any desired 
position and are under the control of 


the operator who can adjust speed 
of digging direction of hol ind 
depth of digging 

Common auger used im make 
holes from 9 inche in diameter uy 
to 60 inches in diameter, up to 1] 
feel deep for pol up oO 110) feet 
long. Pole diggers may be powered 
from the truck engine or from a 
separate engine such is a liesel 
engine mounted on the back of a 
platform body truck Ihe latt can 
is typi il of combination hydraul 
earth boring machines and pol 


ulpment—IV 


vidiel used today 


Setters Derricks 


iscd for etting 


Pole ommontls 
holes 


pric im ther 


tripod assembhes of tubular 
leg mounted on the rear of line 
truck Iwo of the 
still ana the 
ol tele 


sdjusting the 


kk 


tripod 
third, or middle leg, is 
scoping construction to 


height ot the top 


permit 
pont 
Come 
hold the heave 
pole-litting cable is passed 
floor of the 
With 


position of 


where the three 
tovether to 


vhich the 


of the rig 


ovel 


winch on the 
truck to the lifting hook 
derrick the 

adjusted 


trom. the 
com 
mon tripod 
the tripod manually by 
means of the telescoping leg 

Such derrick 


tore in the rear of the 


demountable to 
truck. In the 
of other types of derricks, on 
winch drum 1s used to raise and lower 


the derrick 


ond 


to desired position, a sec 
drum is used to 
the lifting line 


Man types of 


winch operate 


e Line tool 


and equipment used for work on 
hot line conduct 

pical tool wire tong 
and fitting vhich con ts of a length 
of imsulating wood stick (8 to 14 feet) 
vith fittings on the ends to permit 
handlin ind holding live conductor 
clear of wiring cu ind to permit 
movin onductors to auxthary arm 
link tich used tk pread and hold 
onductor mid span when 
movin pol crossarm 
to provide change of insulator or 
hich consist of a pair of wire cutter 
tached to the end of a 4-6-1 stich 
ral ited b in insulated handlk 
t the opposite end of the tich tick 
handling insulators on hot line 
ticks f tallation and removal of 


typ of hot line tt 
In addition to the Nire assortment 


ol hand tools tor installing and main 


park toy of hot 

ductor hous type of prot 
t quipment a used 

tat ting coals are 
made to protect linemen trom shock 
hazard im rau vet veather 
Lineman rubber glove 
ble mous high olt 
ig Insulating blankets and jacket 


rubber ive made tor drap ny 


onduct and equipment 
| ent i dental mtact | lit 
men during hot line Nore 


Next Month: Sound Systems 
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THIS SALES-BUILDING COUNTER DISPLAY 


with your initial Closet-Lite order 


? conductor 
1 wire 


replaces 


cable on 


SwircH INSTALLE™ 
no sox 


te tine of 
RODUCTS 


g need 


A comple 


CON P 
ry awitchin 


Ask YOur REMCON representative for details, or write 


REMCON 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y. 


ELECTRICAL WHOLESALING—August, 1957 


Pigs 
j S ET: | ITI 
teh 
===. 
yt 
at 
} 
fr 
78 


: 


Years of diligent research and testing 
have resulted in the development of 
ADVAN-guard . . . the first major develop- 


10-—12 YEARS ment in we nt lamp ballast design 


since the! introduction of the fluorescent 
lamp. 


ADVAN-guard ... a thermally actu 
ated automatic reclosing protective de- 
vice, adds years to ballast life by prevent- 
2%,-—~3 YEARS ing ballast operation at abnormal tem- 

peratures. ADVAN-guard is sensitive to 
voltage and current as well as tempera- 
ture and protects against excessive voltage 
1%—1% YEARS supply . . . internal ballast short circuit- 
ing .. . inadequate lamp maintenance 
improper fixture application and elimin- 
ates the need for individual fixture fusing. 


5—6 YEARS 


Full ballast life depends on maintaining normal in- 

ternal operating temperature of 105°C. For each To assure maximum protection for 
10° C. increase in temperature ballast life will be cut are shting alls ide 
fluores ent ligh ing installations, provide 
temperatures and assures full rated ballast life. ADVAN-guard Fluorescent Lamp Ballasts. 
Write for detailed literature 


ADVAN-gvard is listed by Underwriters Laboratories, inc 


The Heart of the Lighting Industry 


TRANSFORMER CO. 


27950 WO WESTERN AVE CHICAGO USA 
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WHAT SMALL BUSINESS OPPOSES. 


The Methods Unions 


“Unconscionable." "Certainly immoral." "Clearly contrary to the intent of the laws 
of the land.'' These words were used to describe how small business sees some of 
the organizing tactics employed today by unions. They were included in a speech 
entitled ''ls Small Business Anti-Union?"’ delivered before a closed session of the 
Association of Electrical Distribu- 


recent 49th annual convention of the National 


HAT disturbs small business are the methods used by unions to organize, 
and this is to a great extent the reason why some unions have labelled small 
business anti-union, Basically then the charge ts in reality a defense to man 

agement’s justified gripe over some methods of union organization which are felt 


morally unjustified. 
Let's look at the methods unions use to organize 


1. The first method is the method which was anticipated by the original 
Wagner Act and strengthened in the present Talt-Hartley Act. The union actually 
attempts to organize the workers; it talks to the workers and sells them on the 
benefits they can derive from union membership. Ordinarily the union campaign 
will consist of the handing out of throwaways or flyers outside your location, all 
of which will try to bring to the attention of the employees the fact that you 
haven't treated them right and that they can obtain bigger and better benefits 


through union membership 
Small business does not object to unions attempting to organize in this manner, 


bi . particularly if the union, after a period of time, files for an election conducted by 
No objection the National Labor Relations Board. If the union wins, the company has to bar 
gauin——but at least it knows the employees want a union. If the company wins, it 


is protected against another clection for one year from the date of election 


After all, if the employees by secret ballot conducted by an agency of the federal 
vovernment vote in favor of a union to represent them and thus, in effect, against 
the present management, should the company object? To use the vernacular, if e 


this happens somebody's goofed, Somewhere along the line the company has 
fallen down on its obligations to its employees. The employer under such circum 
stances generally does not hold it against the union that he lost—that’s his fault 


When the employees by a democratic process have decided to affiliate themselves 
with a union, it generally indicates that the employer has not been an enlightened 
employer, that is he has not kept abreast of the times by keeping his wages and 


Iringes in line with the area and with the industry and in making working condi 


tions as pleasant as possible within cost limitation 


2. Small business is, however, definitely opposed to a second method used by 


unions to organize. It seems probable that this opposition and resentment, justified 


as it may be, has given rise to a union claim of small business anti-unionism. 


Let's set the picture. You're a small distributor, unorganized, with no thought 


of umonization. Your employees have never discussed it with you, nor has any 


Typical situation union ever claimed to represent your people. You have treated your people well 
izes ure in line, benefits are good, working conditions are pleasant, and the 


people are completely loyal to you—they enjoy working in your company. Inci 
dentally, this is not unusual in this industry for | have spoken to many small 


companies where just this situation exists 
One day out of a clear sky, a union organizer knocks on your door and asks 
to see you. He states that he wants you to recognize the union as the bargaining 
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Use To Organize 


tors by Daniel F. O'Connell, of the law firm of Breed, Abbott & Morgan, who is pro- 
viding a labor advisory service to NAED members. In answering his question, Mr. 
O'Connell first cited reasons why small business cannot be considered '‘anti-union 
as such."' Then he launched into a discussion of the methods being used by two un- 


ions to organize in the electrical wholesaling industry, excerpts from which follow: 


representative for your employees. He may tell you a lot of other facts such a 
a union ts engaged in a drive to organize the entire industry, etc. More than likel 
he ll tell you that if you don’t sign up with him and thus recognize the union thi 
casy way, he will be forced to take the hard way 

It will probably do you no good to tell him that you do not feel he actually 
represents a majority of your employees because he probably will reply that that 
is not important—the important thing is that you sign up with the union regardless 
of the wishes of the employees. Of course, to do this would technically be a viola Makes no bones 
tion of the Taft-Hartley Act on your part. In any event, you certainly don't want 
a union that doesn’t represent the people and that the people do not designate a 
their agent. Therefore, you tell the union after some stalling that you can onl 
recognize it if it is designated as the bargaining representative after an NI-RB-con 
ducted election. The union makes no bones about its answer—it will not agree to 
an election, it doesn’t want an election, and if you do not sign up immediately it 
will use other means. 

You do not sign up and the next morning find two pickets marching up and 


down outside your door. These pickets carry simple signs which merel that 


Local of the Union is organizing for better workin Simple signs 
condition ek ek This union, imecidentall ill probabl be the 
union or the IBEW. For that matter, it could be any union. The picket sign 
depending upon the union, may be extremely effective. For example, if it is the 
leamsters Union you may take it as a matter of course that no organized truck 
vill cross that line. If you can operate without your normal deliveries, et 
are fortunate. In most situation ou will find you will not be able to ope 

Is this legal? Well, this is a very interesting question. Your first: tho 
vet a hold of your lawyer and get that picket line out of there. That 
thought—so you see your lawyer, and if he is an experienced practitioner in labe 
law he does not give you much hope. Unl there has been some violence or Primary picketing 
disorderly conduct on the picket line, most state courts will not enjomn picketin 
which is essentially primary picketing for the purpose of organizing. Your lawyer 
since he has to do something may. n rthel { r reat in mnyun 
tion action in the state court. Courts in some states h weld th 1 picket Tine 
in the face of a refusal by employees to jom a union ind therefore 
may be enjoined as against the public oli oft the 
are few and far between. 

Most state courts have held that this type of picketing is purely primary picket- 
ing, is not illegal and therefore cannot be enjoined. [mn addition. if your lawyer 
makes the claim that since no employees want the union, the picketing can onl 
be to coerce the mployer ne unio cle pte ‘ 
the union will ordinarily use a echn lef unior 
claim that the allegations in ur | ion in tion mn 
unfair labor practice under the Th he will 
court has no jurisdiction over 
the National Labor Relation 


courts will go alone with ti 


No jurisdiction 
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Methods Unions Use (cont.) 


‘There is a substantial moral issue 


that the state court has no jurisdiction 
Where are you then? Well, you can go to the National Labor Relations Board, 
file an unfair labor practice charge and see what happens. Again, unfortunately, 


on the facts as set forth above, the NLRB after investigation will rule the existence . 
of a picket line under such circumstances with no other action by the union does 

In left field not amount to an unfair labor practice. Thus, you find yourself in left field. It’s 
an unfortunate situation, but it appears that this is a case where an employer ; 


should have a definite right but he has no remedy to enforce the right 
This is the basic situation that small business decries. Smal! business protest 
against it has possibly given rise to the anti-unionism charge. What actually hap- 
pens in practice is that many small businesses make an honest attempt to operate 
despite the picket line. It can be done in some sections under certain circumstances 
On the other hand, in some cases it is absolutely impossible to operate with a 
leamster picket line around your location 
One may say what does small business care if a union does represent the 
people provided management has treated its people well and the union is there- 
fore not able to obtain huge benefits and thus increase costs considerably. It may 
be said that small business has no further interest since the mere recognition of 
the union is no inconvenience and no additional overhead 
Actually that’s scarcely the point—the Taft-Hartley Act guarantees all employees 
the right to belong or not to belong to a union. If the company agrees with the 
union to recognize it against the wishes of the people, technically and actually 
Guaranteed right the company has committed an unfair labor practice. So what, says the union, 
who will bring up the point? Surely not the union because they have been the 
beneficiary of the company’s acts. Certainly not the people since the company 
will usually advise them of the situation. They will be convinced that it is in the 
best interests of the company and of the employees for them to accept the solution 
that the company and the union have agreed to. Thus employees will usually in 
such a forced situation sign up with the union and become union members 
There is a substantial moral issue here as well as a legal point. It just isn’t 
legal and it certainly isn’t moral to force employees to do what they don’t want 
to do actually in contravention of a federal statute. 


But this goes even deeper. Doesn't an employer apart from the law owe loyal 
employees the right to determine for themselves whether or not they want a union’ 
What is often overlooked in this situation is the fact that some employees, even 
though management agrees, do not want to become union members. After all . 
membership in the union, the same as membership in any organization, entails 


obligations and duties 


Many employees do not want to subject themselves to what they consider E 
burdens by becoming members of the union. Should employees who feel this way 
be forced either by the union or by the company, or by both, to join a union 
when the majority of employees in the plant would vote against a union if the 
matter were resolved by a secret ballot election under the procedures of a National 
Labor Relations Board? Please note that I am not discussing herewith nor am | 
making any reference to the so-called right to work statutes which are presently 
in effect in some 19 states throughout the country. These statutes are entirely 
different and usually refer to a situation where the union and the company are 
already parties to a collective bargaining agreement which includes a so-called 
union security clause. What I am referring to is solely the situation where a 
union by economic force and threats coerces an employer into recognizing a 
union against the wishes of the employees, and the employees have to join the union 
What can be done about this? Well, small business ts of the opinion that 
organization picketing is absolutely illegal. It doesn’t feel that all picketing should 
be prohibited; it recognizes the fact that if the parties during contract negotiation 
reach an impasse over contract terms the union has a right to call a strike and to 
tell the public by picketing that the employees are on strike and to ask the 
public not to deal with the company until such time as the tssues are resolved 


Possibly a burden 
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here as well as a legal point 


In addition, there are several other types of picket lines that small business 
recognizes as perfectly legitimate. However, an organizational picket line ts not 

among this type of legitimate picketing in their estimation 
What does organizing mean? Doesn't it mean an effort by a union to convince 
employees that the union can do them good, get them additional benefits, wages, 
fringes, etc.—in short, isn’t it actually an effort by the union to sell itself to the 
. people? Thus, the emphasis in any organizational campaign would of necessity 
have to be the individual employee. This is well illustrated by the fact that most 


legitimate unions during organizational campaigns hold meetings with the workers 


at which time a union representative attempts to spell out in detail for the worker: 


the benefits of union membership. In addition, most unions hand out propaganda 


in the nature of throwaways on which is set forth usually comparisons between 
rates in union shops and non-union shops and other information, all of which | 


designed to impress the employee to such a degree that he will be willing to 
designate that union as his bargaining representative 

On the other hand, how does picketing fit into the organizational picture? Or 
does it? How does the stopping of trucks outside the company’s location and the 
actual ordering of the driver of a truck away from the premises help convince the 
people that the union will benefit them? How does the preventing of trucks from 
leaving premises with materials for delivery help organization? How do the 
attempts to stop railroad deliveries, parcel post deliveries, etc., help organiza- 
tion? In short, how do the efforts of a union, through a picket line, to completely 
close down a company help convince employees of the benefits of union organiza- 
tion so that the employees by their free will will designate the union? 

Small business tells me that these activities by certain unions only lead to one 
conclusion, The union by the picket line is trying to cause the employer so much 
economic trouble that he will recognize the union despite the wishes of the people 
and not attempt to organize in the true sense of the word 

Thus, small business argues, organizational picketing should be declared illegal 
and unions should be made to organize as the term is commonly used and not 
be allowed by the coerciveness of a picket line to force recognition. Actually 


legitimate unions should not be opposed to this. Unions which have actuall 


organized a good part of an industry generally have something to sell to the 
employee. In addition, they usually are not at all adverse to conducting a propa 
ganda campaign and to leaving it up to the people to determine the result by a 


secret ballot election. However, it is because of the completely immoral and 
unjustifiable methods used by certain unions in the indiscriminate use of picket 


lines that many businessmen throughout the country feel that organizational 


pic keting should very definitely be declared illegal by Congre: 


3. There is one other method of organizing by unions that small business doesn’t 


like, and again small businesses’ opposition to this type of union activity may 


very well have given rise to the union’s unjustifiable claim of anti-unionism. 


Actually, from the viewpoint of morality, it would seem that the shoe should be 
on the other foot 

It works like this. A union organizer walks into the plant and puts his card 
right on the table. He tells management very bluntly and unusually honestly that 
the union does not represent the people, that he has been unable to get the 


people to join up, but nevertheless he wants to sign up the company. In other 


words, he wants you to recognize the union without an election and against the 


obvious wishes of the people. You and the union go through the usual tact 

you saying you must have an election, etc., and the union agent saying it will 
not go through an election but it wants you to recognize it immediately and to 
sign a contract. The end result is that you refuse to recognize the union without 
an NLRB-conducted election and certification. The union organizer says good 
bye—you'll be seeing me—as long as you won't do it the easy way, we'll have 


to use the hard way Continued on next page 
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Methods Unions Use 


(cont.) 


The hard way 


On unfair list 


Needs a 


plug 


‘You have almost an even chance 


What's the hard way? Well, in this type of campaign, the union will not throw 
up a picket line. After all, a picket line costs money to the union and there is 
ilways a possibility that some court might rule the picket line illegal and the 
union might be liable for damages. There is a somewhat safer way for the union 
to force an employer to recognize it, although a littke more troublesome for the 
union. Many unions use this method, but | will only discuss herein only the 
tactics of the Teamsters and the IBEW, both of which are very active in your 
industry 

The Teamsters will approach other companies, either your suppliers or your 
customers, will present their story and will warn the other comoany not to deal 
with you, handie your material, install your material, etc. In this way the Team- 
ters usually can effectively cut down your business so that after a period of time 
ou may be so “softened-up” that you will willingly agree to recognize the union 
as the bargaming agent of your employees 

The Teamsters Union, of course, has a large membership and the economic 
power and thus ts generally in a position to act in the above manner. After all 
the Teamsters represent practically all of the drivers in the United States and to 
a great extent most of the warehousemen. They certainly have the power and 
the contacts 

The second union is the IBEW. In your industry they are in a particularly good 
position to use this tactic. In the first place, they will probably go to some of 
your suppliers whose employees are represented by their union. True they do not 
have a particularly large representation among the manufacturers of the materials 
which you people distribute, primarily because there are rival unions in this field 
vhich have done a tremendous job of organization in the past 10 years. Its power 
lies at the other end 

\ large percentage of the materials your companies distribute is distributed to 
electrical contractors engaged in new construction at various job sites. Its a 
inatter of public knowledge that the IBEW, which is essentially an old line 
craft AFL union, has organized the tremendous majority of electrical contractors 
and subcontractors throughout the United States. Of course, there may be 
ome areas where non-union electrical contractors will operate but these are 
rather few and far between. In a situation of this nature, the IBEW simply goes 
to the electrical contractor and tells him that you are on an unfair list and that 
he should not handle your material. If the contractor does not handle your mate 
riailin the face of this request, demand or threat as the case may be, your business 
is bound to suffer 

Is this method effective? Well that depends. In most cases, yes, since the unions 
involved are powerful and control to a great degree either your suppliers or your 
customers. In some cases, no, where you are still able to operate due to the 
particular circumstances despite being on the union’s unfair list 

Is this legal? Unfortunately, yes. The reason it’s legal is that there is a loophole 
in the Talt-Hartley Act. It is an unfair labor practice for a union to encourage 
employees to engage in a strike or a refusal to handle materials, where an object 
is to force an employer to cease using the products of or dealing with another 
employer. You should note | mentioned previously that the unions in this type 
of campaign would approach the employers—not the employees. The unions will 
talk to either the heads of the company, plant superintendents or other executives 
Thus, in effect, the union will coerce employers to cease dealing with you or using 
your products. This is not illegal, but on the other hand is recognized as being a 
tremendous loophole in the Taft-Hartley Act, and Congress has been asked on 
numerous Occasions to pass legislation to plug the loophole. No action in the near 
future is expected, however 

If this occurs do you have any other remedy’? Probably not—unless in your 
particular state you can bring a damage action against the union and the othe: 
employer charging a conspiracy to ruin your business. But your chances aren't good 


ELECTRICAL WHOLESALING—August, 1957 


4 
ime 
aS 
. 
4 
aN 
\ 
ay 


of avoiding unionization if. . . 


4. There is another aspect of this situation which is worthy of note, If the union 


F because of a picket line or an employer boycott as discussed above, is successtul 
in forcing you to recognize it as the bargaining agent for your unwilling employee: a 
the odds are it will present you with a contract the main terms of which ar 
. already drawn up. The union will insist that the submitted contract is standard 
and that it is not in a position to negotiate any of its terms—-you must sign the 
mimeographed standard contract “or else.” The “or else” is the resumption of 


A pushover 


the picket line or boycott. Don’t forget, once you have agreed to recognize the 
union because of its threats without an NLRB-election it knows that you're a 
pushover ” It now feels that a threat is all that’s needed to gain any pomn*) 

Will you get any break at all? Sure, sometimes the union will allow you to ba: 
vain some of the completely local items—that is, items which are peculiar to 
your plant, such as seniority, some working conditions, etc. Wages will undoubted! 


be a flat increase across-the-board on top of your present rates, even though 
your present rates may be the highest in the area. This will be joined with an 
attempt to reclassify some of the workers at your location, particularly the one 
who worked for the union 

This tactic unfortunately is used in this industry. Small business feels it i 
immoral and has made no bones about protesting it. Is it anti-union to protest thi 
type of activity? 


Well, there’s the picture. I started out to show that small business is not anti-union 
as such, but merely resents strongly the actions of some unions which are clearl 
contrary to the intent of the laws of the land and certainly immoral. It seems | 
wound up painting a pretty black picture 

Perhaps it’s not as black as it seems. There are a few elements which help 
the picture: 


1. Public Opinion—The present atmosphere is not very helpful to labor. Let 
face it. Labor got at least one black eye out of the present investigations. It would 
seem at this time the best policy for labor in general in organizing would be t 
use the usual board procedures instead of the above methods which, though legal Black eye 
are in extremely bad repute. Labor knows that a continuation of tactics such as 
the above, may very well wake up Congress and the various state legislatures. 
What is legal today may very well be illegal tomorrow. 
In addition, because of the atmosphere you may find that your suppliers and 
customers will not be in sympathy with the union and may very well relu 
cooperate 


2. Your Eemployees—lI! they re on your side you ma Ver vell vet support 
in different ways. Certainly they will cross the picket line, and once your « mplove Moral support 
are working you have a better than even chance of operating despite a picket lin 
or a boycott. Then, too, if your employees cross the picket line and continue to 


work, this action in and of itself may very well give moral upport to your supplier 


and customers 


3. The Courts—There are indications the courts are starting to reconsider the 
secondary boycott situation and the laws respecting picketing when none of thi The real hope 
employees are cooperating with the picket line. There is some hope here—but 
the real hope is in Congress. 
In conclusion, let me say simply this: if you don’t have a union now, you should 
reappraise your personnel practices and policies. At the present time you have 
almost an even chance of avoiding unionization if your employees are content and 
on your side. 


This desire to operate one own busine without outside interference is not 
unti-union. Rather, any charges of small busin inti-unionism are due entirel 
fo umon misinterpretation of business opposition to unconscionable union practices, 
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POWER DISTRIBUTION KNOW... 


IF IT’S PARANITE IT’S RIGHT! 


FROM POWER CABLE TO FIXTURE WIRE... 
Paranite has earned an unquestioned reputation for quality wire 


products and dependable service! Such well known products as Paranite 


PARAFLEX™ non-metallic white sheathed cable and PARASYN' 
small diameter building wire have become ‘tools of the trade 


with experienced contractors everywhere! On your next installation 


2: specify PARANITE™ for a wire of proven performance 


UVE BETTER 
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PARANITE WIRE AND CABLE 
DIVISION ESSEX WIRE CORPORATION 
FORT WAYNE 6, INDIANA 


MANUFACTURING PLANTS: “Birmingham, Alabama; Anaheim, California; Jonesboro, Indiana; Marion, Indiana; Tiftin, Ohio 


Warehouses* and Sales Offices 
*Chicago, Hartford, Connecticut *Nework, New Jersey Rochester, New York 
Cleveland, Ohio Indianapolis, Indiana Omaha, Nebraska *< 
Dallas, Texas *Konsas City, Missouri 


*Detroit, Michigan *Los Angeles, California 


saint Louis, Missouri 
*Portland, Oregon ° 


Upper Darby (Philadelphia), fa 


San Francisco, California 


Springfield, Illinois 
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NEWS FOR THE INDUSTRY 


Rosy Outlook for Business, Profits, Margins—How About You? 
OUTLOOK for the balance of this year: An even 


stronger picture of total business than in recent months. 
That is what McGraw-Hill's Dept. of Economics divines 
from an analysis of the trend in corporate profits (see 
table) and a run-down of industry-by-industry prospects 
(see ‘Preview of 24 Industries’ below). Pointing to “an 
amazingly stable state of prosperity in the USA," the 
economists announce, first, that corporate profits are 
up (annual rate after taxes of $23 billion in first-half 
1957 is better than either 1956 or 1955—better, in fact 
than any time since the tax rate went up to 52 per cent 


during the Korean 


before taxes have about kept up with economic growth 
since 1948. What does not show up in the table is the 
more conservative method of calculating profits in use 
recently. Thus by previous accounting techniques, this 
year's profits would read substantially higher than in 
1948-50 and margins might be as good or better. Ac- 
cording to the economists, the temporary’ squeeze on 
profit margins during 1956 has not continued in 1957; 
and there is “nothing wrong’ with 1957 profits in total 
But there is something different. Some of the inc'ustries 
and companies that used to be profit leaders have been 


slipping lately; 


War). Second, that sara Corporate Profits Gross Pre-tac others that were do- 
profit margins are ($ billions} Product Profits es ing badly have 
improving . busi Before Taxes After Taxes ($ billions) Percent of GNP* picked up." Since 
ness as a whole [in = 20.3 257 12.7 » business is still try- 
dicatin that the 26. 158 257 10.2 ing h t t 

412 18.7 328 12.6 operating margins 
saling goes, so goes 982 35.9 16.1 345 10.4 further, and match 
the whole” is not to 5 1963 37.0 16.7 363 10,2 the best showing of 
be trusted). Margins 4 1954 33.2 16.4 361 9.2 recent years, the 
are better this year 391 10.9 strongest incentive 
h > 1956 3. 21.7 412 10.6 
than in 1987 fest, annual rate 46.2 23.3 429 10.8 is for investment in 
almost as good as § rst half) modernized equip- 


1955. Thus the table 


indicates profits 


Steel 
Production of steel ingots and 
castings ran about per cent 
of capacity in the first half of 
1957. This means that about 61 mil 
hon tons of steel were turned out in 
the six months ending June 30, Out 
put in the third quarter should run 
about &8O per cent of capacity. But 
production schedules are expected to 
be imereased in the fourth quarter as 
demand trom the auto, housing and 
upphance industries picks up. So tor 
the next six months output is ex 
pected to be about eight per cent 
lower than in the first half. All this 
adds up to 117 million tons of steel 
for the year as a whole, two million 
tons more than in 1956 


Nonferrous Metals 

Primary nonferrous metals out 

put has been keeping pace with 

the production performance of 
a year ago, Only output of primary 
aluminum among the big four—alu 
minum, copper, lead and zinc 1s 
down trom the first half of 1956. Alu 
minum production is down five per 
cent, lead is up two per cent, copper 
three per cent and slab zinc 15 per 
cent, But orders currently are quite 
low tor refined nonferrous metals and 
buyers are holding back despite sharp 
drops in prices, especially copper. For 


90 


rates in 194660 were lower than in 1951-57, so that margins after taxes are not 


+ Dept. of Commerce: 1957 est. by McGraw-Hill Dept. of Economics. 


Mid-1957 Preview of 24 Industries 


the year as a whole, primary nonter 
rous metals production will probably 
run two per cent ahead of 1956 


Chemicals 

Chemical industry has registered 

a small gain in the first half of 

1957. Output in the January 
June period averaged three per cent 
higher than in the last half of 1956 
and four per cent higher than in the 
first six months of 1956. During the 
second half of 1957 it is expected 
that chemical production will continue 
to rise but very slowly. For the year, 
output four per cent above 1956 


Machine Tools 

Shipments of the machine tool 

industry in the first half totaled 

$500 million, or seven per cent 
above the last six months of 1956 
and one-filth higher than in the first 
half of 1956. New orders in the first 
six months have run below shipments, 
so backlogs have decreased to about 
4'2 months of output at current rates 
of production. Shipments for the year 
are expected to hit $925 million, a 
gain of 4.5 per cent in dollar volume 
This trend suggests a slight drop in 
physical production for the year 


Automobiles 
The automobile industry turned 
out 3.4 million passenger cars 
and $75,000 trucks in the first 


ment that will help 
industry cut costs. 


six months of 1957. These figures 


compare with 3.2 million cars and 
599,000 trucks in the January-June 
period of 1956. Auto production in 
the calendar year 1957 will probably 
run around 6.2 million units and 
truck production about 1.1) million 
units. Domestic car sales in 1957 will 
probably run about 5.9 million units 
compared with 5.8 million a year ago 


Auto and Truck Parts 

Output of auto and truck parts 

manufacturers is running ahead 

of a year ago. So tar this year. 
production of parts ts three per cent 
uhead of the first half of 1956, de 
spite the fact that output of the inde 
pendent auto producers ts off about 
30 per cent from the first half of 
1956. The three per cent increase will 
probably hold for the balance of the 


veal 


Railroad Equipment 
Railroad equipment production 
is averaging one-third higher 
than a year ago. About 50,000 
freight cars were turned out in the 
first six months of the year. Ship 
ments of freight cars have been run 
ning ahead of new orders, so backlogs 
have declined slightly. Thus output in 
the next six months should run a 
little below that of the first half. In 
Cont nued on page 96 
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How to make money 


after foot 


Selt-dispensing Carton with Inventory 
Keeper to minimize waste 


Color-coded Labels to instantly identify 
insulation—red and white for neoprene, 
black and white for rubber 


Foot-after-foot Imprint shows ata glance 
the gauge, number of conductors and type 
of insulation 


Why settle for less? 
When you call for cable, call for Carol. 


Penn-Texas 


CAROL CABLE COMPANY 


Division of The Crescent Company, Inc 


Pawtucket, Rhode Island 


| 
— 
1 
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NATIONAL PICTURE: 


1947 ~49+100% 


BUSINESS INDEX for May 1957" 


60 


0 1954 


May 1957 
Sales 165 
Inventory 154 


REGIONAL PICTURE: 


INDEX 
Apr. 1957 May 1956 May 1955 


157 176 139 
157 161 144 


SALES 


(% Change) 


From From 
Apr 1957 May 1956 


% CHANGE 
May 1954 1957 from 1956°* 


114 + | 
139 — 


INVENTORY 


(% Change) 


1957 From From 
from 1956 Apr 1957 May 1956 


4 


NEW ENGLAND i 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC + 4 5 3 


*For electrical apparatus, suppl Source: Bureau of the Census **§ months 1957 from 5 months [956 
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ANACONDA WIRE & CABLE COMPANY 


INTER OFFICE CORRESPONDENC 


TO: Fred Luna DATE July 1, 1957 
FROM: w. E. Sprackling 


orFice Hastings 


SUBJECT: ADVER TISING 


REFERRING TO Quality Control 
Inspection - ETL 
FILE REFERENCE: 


Fred, we've been telling our customers about our meth yds 


our Quality Control, 
y 
're missing 4 bet 


of Inspection, and other man facturing safe 
But perhaps we I think the BIG THING 
Electrical Testing 
fact that they calibrate 
that they actually g° through 
to see that our testing 


guards 
is what the 
not just the 
(that's quite « ommon), but 
11 mills annually 


Laboratories, Inc. does for us 


all of our testing upment 
reports ata system 15 


functioning the 


way management planned it 
as to have 


yrthy 


yther outfit goes 5% far 


I don't think any 
y 
To me - that's newsw' 


complete independent audit 
rs should know that we have an yutside agency 


custome 
their interest 


competent -- to watch after 


Why not tell our story broadly -- after all 
tomers’ interest they will appres jate, I'm sure, what 


done for them. 


And another impo tant thing -- the inspe* 


ig entirely separate and independent if p 
reporting only to the Vice President in 


turing. 


Copies TO 


ite, 
ae Sut ha 
- fully 
Ve 
4 
is being 
rod n depa tment 
varge of Manufas 
e 
A\ Yun 4° 
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WHOLESALE PRICE INDEX 


Product (1947-49 100) 


|. Copper Wire, bare 

2. Building Wire, type RH-RW 
3. Non-metallic Sheathed Cable 
4 Varnished Cambric Cable 

5. Flexible Cord type SJ 


6. Lighting Panelboard, fuse type 

7. Lighting Panelboard, circuit breaker type 
8. Safety Switch, 2 pole, type A, 250-volts 
9. Safety Switch, 2 pole, type C, 575 volts 
10. Air circuit breaker, 250 volts 

11. Power Panel, fuse type, 250 volts 

12. Power Panel, circuit breaker type 

13. Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch 
14. Motor Control, a.c., 25-30 hp., 220 volts 
15. Motor Control, a. 50 hp., 440 volts 

16. Motor Control, a.c., 75 ho., 440 volts 

17. Motor Control, dic 110 hp., 239 volts 
18. Renewable Cartridge Fuse, 250 volts 

19. Non-renewable Cartridge Fuse, 600 volts 


Plug Fuse, 125 volts, non-renewable 


21. Motor, d.c., 1/6 hp., 115 volts 

22. Motor, a« 1/4 hp., 110-115 volts 

23. Motor, a. 1/2 hp., 220-240 volts 

74. Motor, a. polyphase, induction, 3 hp., open sleeve bearing 
25. Motor, a.c., polyphase, induction, 3 hp., ball bearing 

26. Motor, a.c polyphase, induction, 10 hp., open sleeve bearing 
27. Motor, 4.c., polyphase, induction, 10 hp., ball bearing 

28. Motor, d.« 5 hp 


Fan, under 12 inches 


10. Fan, propeller type, 24-30 in. wheel diameter, direct connected 


Drill production line, 1/4 in 
42. Drill, production line, 1/2 in 
13. Saw, production line, 6-8 in 


14. Pliers, 6-in long nose 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted 


15 kva 
17. Distribution Transformer, 45-50 kva 
Dry Type Transformer, 15 kva 


Distribution Transformer 


Dry Cell flashlight type D 
40. Dry Cell Battery, portable radio 'B" pack 67!/) volts 
Dry Cell Battery 


Battery 


general purpose, No. 6 type |'/) volts 


42. Voltmeter, portable type, 3'/)-6!/) inches, 0-300 volts 
43. Ammeter, portable type, 4-6'/) inches 
Watt-meter, for 100.150 volts 


instrument transformer 


415. Toaster automat pop-up 


46. lron, under 4 pounds 


47. Cooking range, standard size 

48 Washing Machine, non-automatic wringer type 
49. Washing Machine, automatic 

50. lroner table mode! 

51. lroner, portable model 

§2. Vacuum Cleaner, upright 

53. Vacuum Cleaner, tank 

54. Refrigerator, capacity 7.4-9.5 cubic feet and over 
55. Home Freezer Chest, 8-12.4 cubic feet 

56. Water Heater, 52 gallon tank, 230 volts ax 


Radio table model 
58. Hi-Fi Phonograph, console 
59. Radio, portable model 
460. Television, table model 


61. Television, console mode! 


Radio-television-phonograph combination 


All %, changes are increases. Decreases are indicated by minus sign 


June 1957 May 1957 


145.2 
139.7 

85.0 
161.0 
134.0 


131.0 
136.3 
159.1 
168.5 
179.7 
143.6 
149.5 
177.6 
168.1 
195.9 
168.3 
186.6 
125.7 
126.3 
111.4 


172.4 
114.9 
118.9 
141.4 
140.1 
159.6 
157.2 
181.6 


117.9 
167.6 


123.1 
122.2 

99.8 
186.0 


160.5 


143.5 
134.7 
139.5 


189.1 
146.3 
164.5 


197.9 


191.2 
173.9 


93.5 
99.1 


104.4 
112.3 
107.4 
119.7 
113.8 
109.2 

99.8 

91.2 

98.1 
100.0 


90.8 
99.9 
91.7 
69.5 
69.1 
77.4 


%/, Change 
145.2 0.0 
139.7 0.0 
90.7 —b.3 
161.0 0.0 
140.4 —4.6 
131.0 0.0 
136.3 0.0 
159.1 0.0 
168.5 0.0 
179.7 0.0 
143.6 0.0 
149.5 0.0 
177.6 0.0 
168.1 0.0 
195.9 0.0 
168.3 0.0 
186.6 0.0 
125.7 0.0 
126.3 0.0 
111.4 0.0 


June 1956 


193.7 
164.8 
117.9 
174.3 
150.4 


119.2 
127.4 
158.5 
164.3 
166.4 
133.2 
138.8 
160.9 
151.8 
176.9 
152.6 
169.4 
126.0 
127.9 
111.4 


Change 


—25.0 
—15.2 
—27.9 
— 76 
—10.9 


172.4 0.0 
1149 0.0 
118.9 0.0 
141.4 0.0 
140.1 0.0 
159.6 0.0 
157.2 0.0 
181.6 0.0 


117.9 0.0 
147.6 0.0 


123.1 0.0 
122.2 0.0 
99.8 0.0 
186.0 0.0 


160.5 0.0 


143.5 
134.7 0.0 
139.5 0.0 


189.1 0.0 
146.3 0.0 
164.5 0.0 


197.9 0.0 
191.2 0.0 
173.9 


93.5 0.0 
99.1 0.0 


104.3 0.1 
112.3 0.0 
107.3 0.1 
119.7 0.0 
113.8 0.0 
109.2 0.0 
99.8 0.0 
90.5 0.8 
98.1 0.0 
100.0 0.0 


158.2 
105.4 
111.8 
134.3 
134.6 
145.8 
142.1 
176.2 


112.4 
166.4 


120.9 
116.3 
103.1 
178.2 


147.2 


130.5 
122.4 
136.8 


149.3 
136.4 
152.3 


178.6 


169.9 
151.2 


97.5 
98.2 


101.5 
108.6 
100.3 
117.4 
113.8 
109.7 

99.2 

97.9 

95.8 
101.1 


90.8 

99.9 0.0 
91.7 0.0 
69.5 0.0 
69.1 0.0 
774 0.0 


86.2 
98.6 
89.3 
67.2 
69.6 
75.9 
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Gan 

99 
7.0 
0.4 
8.0 
7.8 
17 
10.4 
10.7 
10.7 
10.3 

10.2 
1.3 
20, 0.0 
9.0 
9.0 
64 
5.3 
4.1 
10.6 

“a 4.9 
0.7 
5. 
10.0 
a 10.1 
2.0 
26.7 
8.0 ; 

10.8 
. 
wa | | — 41 
0.9 
29 
34 

2.0 
0.0 
— 0.5 
0.6 
6.8 
2.4 
1.1 

S 5.3 
2.7 
3.4 
0.7 
2.0 
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WHITNEY BLAKE 


WHITNEY BLAKE DYNAPRENE and all other WB portable cords are 
sold only through established electrical distributors . . . the 
WHITNEY BLAKE line is the profit-protected line. 


WHITNEY BLAKE produces DYNAPRENE and other portable cords 
by the continuous vulcanizing process that provides a premium cord 


at much less than premium prices. 


For portable cords of good quality that will serve your customers... 


and you ... best, look into the WHITNEY BLAKE line. 


yyNAPRENE FEATURES 


HIGH FLEXIBILITY 
LONG FLEX LIFE 
STRONG — TOUGH 


STANDS UP UNDER 
CONDITIONS 


no charge, of course. g FLAME RESIST ANCE 


Write TODAY for this 
complete catalog .. . 


Well Built Wires Since 1899 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 


August, 1957—ELECTRICAL WHOLESALING 


: 
hee 
A a al 
G 
4 
a 
; 
v 
3 
95 it 
& 


in new construction 


E spegially made for 
electrbcal contractor use. 


Pre-sold for you with 
NATIONAL ADVERTISING 


Electrical contractors 


Builders Architects 


KITS 


A package kit at less than | 


All materials meet V.A. and 
F.HLA 


be installed in less than 


one hour 
Kits for 1, 2 of 4 wall outlets 
include: 
Multiple Set Coupler 


requirements. Can 


the cost of bulk materials. 


‘ormits 2 of 4 outlets with | antenna 


Roof Jack and Flashing 


rv 


mast holder and lead-in entrance 


Wall Plates with Plug 
Matches other standard rece ptocle 


Heavy Duty 300 ohm TV Lead-in 
ple supply for any home. 


Plastic Conduit (optional) 
Protects TV lead-in, 


Merchandising material availab!e. 


* Display stands «Envelope stuffer 
*Catalog sheets 


Self mailers 


Insulated Wire 


108 EF. Prospect Ave Dept. W 
Burbank, Calif 


Name 
Address 


ity Stote 
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CHUCKLE 


OF THE MONTH 


PURCHASING 


\ 


ELECTRICAL 


WHOLESALING 


Jack says if you want to cut prices, you may as well dress the part 


Preview of 24 Industries 
Continued trom poge 90 


195 9O.000 freight cars will 
be produced compared with 67,500 
cars Veal 
Aircraft and Parts 

Aircraft and parts production 
4 has been fairly steady at a very 

high level during the first six 
months of 1957. Output ts running 
) per cent above a year ago. The 
deten program is definitely shifting 
the emphasis to longer-range aircraft 
ind missiles, so a levelling-off of ait 
plane orders may be expected. It now 
ippears as i output of aircraft and 
parts will be up about 15 per cent 
Construction Machinery 

Construction machinery manu 

facturers shipped about 10 per 

cent more machinery in the 
first half of 1957 than in the com 
parable period of 1956, This gain took 
place despite a four per cent decline 
in physical volume of construction 
New orders for construction machin 
ery are still running ahead of a year 
ago although incoming new orders 
have been far below expectations of 
the industry. For the year as a whole 
the dollar volume of shipments should 
run at least 10 per cent above 1956 
while physical volume should be close 
fo four per cent preates 
Farm Machinery 

Farm machinery output has 
been imcreasing month hy month 

r the t hall of the > 


durin year 


Farm income ts expected to average 
four per cent higher in 1957 than in 
1956. This should mean an increas 
in farm equipment sales. And exports 
of farm machinery have been gaming 
too. Since dealers’ stocks of agricul 
tural machinery are relatively low 
compared with the current rate of 
sales, the outlook for further produc 
tion gains is good. It now looks Iik« 
a gain of eight per cent in output of 
farm equipment is in the cards for 
this year 
Office Machinery 
Office machinery output con 
4 tinues to register substantial 
gains over a year ago. Shipments 
in the first half of 1957 ran 15 per 
cent above a year ago. New orders 
for office machinery this year should 
average at least 20 per cent above 
1956. In 1957 the office equipment 
industry will register a substantial gain 
both in dollars and physical volume 
Instruments and Controls 
Shipments of instruments and 
controls have been running at 
“a very high level for the past 
six months. New orders are running 
about five per cent above the first 
half 1956 rate. So the outlook is very 
industry. The shift to 
replacement ol 


good for this 
modernization and 
plant and equipment from expansion 
can only lead to bigger outlays for 
instruments and controls. It is expected 
that shipments of this type of equip 

Continued on page 98 
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4 CONTRACTING 
e 

5 \ - 

iN! 

a Write today for complete information 

|| 

= 


A Profit 
Making Idea 
—the idea of 
Light Control 


JUST DIAL THE RIGHT 
AMOUNT OF LIGHT FOR: 


dil 


THE TYPE OF MEETING 


@ 


Men Pacheged Types 
lntertecking Types 


Non-interlocking LUXTROL Type D2000 is shown in picture above 


HOW TO ADD #100 TO #1000 
TO REWIRING SALES 


Every time a contractor does a rewiring job in a restaurant, night club, cocktail 
lounge, lobby, display window, conference room, funeral home or church (to 
name a few) he should use light control 

Explain the “‘idea’”’ of light control to your contractors. Give them fact: 
they can use on their customers. Tell them "' off-on"’ switching is old fashioned 
Light control helps set a mood make people linger to buy more or hurry 
to make way for other buyers. It allows the best light level for a display, a con 
ference room, a church or funeral home service 

Help your contractors sell the idea of light control to their customers and you 
will sell light control equipment 

LUXTROL light control equipment can be used on incandescent, fluorescent 
and cold cathode lamps. In the complete line you'll find units to meet all 


requirements. Send coupon below for more information 


@ precision product of 


SUPERIOR ELECTRIC 
con 
904 ROGER ROAD, BRISTOL, CONNECTICUT 


ry 
Magnet: pany 


Amplifier Systems 
Street 


City 
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from 

Porcelain Products . .. 
combination roof-plate 
and flashing with 


NEOPRENE COLLAR! 


75 FP 
“PLASH-PLATE” 


Standard in 
Series 2075 Mast Kits 


Makes installation 


® QUICKER—fewer parts 
® EASIER—no caulking 


at Less Cost! 


Now, Porcelain Products Mast 
Kits feature FLASH-PLATE, a com- 
bined roof-plate and flashing, plus a 
lifetime, watertight Neoprene collar. The 
“one-piece” feature makes Porcelain 
Products Mast Kits easier to install... 
provides a stronger, longer 

lasting, safer entrance mast 


ALL AT LESS COST TO YOU! 


Flash-plate is heavy, 14 gauge galvanized 
plate. It supports a 2” or 24%4"" mast 

on any roof, neatly and effectively, 

with no caulking needed. Available 
through recognized electrical 
distributors or write for 

further information. 


ELECTRICAL PORCELAIN SINCE 18694 


Preview of 24 Industries 
Continued from page 96 


ment will average about 15 per cent 
above a year ago. The gain in physi 
cal output will be five per cent 


Electrical Apparatus 
Manufacturers of electrical ap- 
paratus are having the biggest 
year ever. Production is running 

about eight per cent ahead of the first 

half of 1956 rate. New orders are 
off, but back orders for heavy appara 
tus are still substantial. Planned capi- 
tal expenditures of the utilities sug- 
gest an even bigger volume of heavy 
electrical apparatus will be shipped in 
the next six months. So physical pro 
duction of electrical apparatus will 

probably be up 10 per cent in 1957 

compared with 1956 

Electrical Appliances 
Output of major electrical ap- 
pliances in the first six months 
of the year has been very dis 

appointing. In the first half, washers 
and ranges have been off about one- 
fourth from the January-June 1956 
totals. Refrigerator production is off 
12 per cent; output of vacuum clean- 
ers is down by three per cent. Even 
the big growth appliances—dishwash- 
ers, air conditioners and freezers—are 
not showing much growth. But it now 
seems clear that appliance output will 
run about 10 per cent below a year 
ago 

Radios and Television 
Radio and television production 

¥ is off substantially in the first 
six months of the year. This 

year, as expected, output of radios 1s 
holding up a lot better than television 
production. Radio output was five per 
cent under the first half of 1956, while 
television set production was about 

20 per cent below the 1956 rate 

The industry will probably turn out 

about 18 million units—television sets 

and radios this year as compared 
with 20 million units a year ago. 

Petroleum Refining 
Petroleum refiners’ operations 
were 2.5 per cent higher in the 
first half of 1957 than in the 

same period a year ago. Demand has 

been only slightly higher than output 

The outlook for the remainder of the 

year is for relatively little change in 

over-all refinery operations. Refinery 

operations should top the record of a 

year ago by about three per cent 

Paper 
Despite a big inventory build-up 
in the last half of 1956, paper 
output so far this year has just 

about kept pace with the volume pro 

duced in the first six months of 1956 

Inventories have been reduced to 

normal levels when related to current 

Continued on page 100 
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FINDLAY, 


RESCENT 


Insulated Wires and Cables 


Pictured and described here are just a few of the many wires and cables 
that are made by CRESCENT 


tree ur 12/9 Ceescent 


UF AND TYPE NME 


Ane ARMORED CABLE t sed for direct earth burial as an underground feeder, aleo used 
for branch circuit wiring in damp or corrosive locations 
Has prefabricated breaking lines which make installing 
easier, quicker and safer A flattened bonding wire to contact 
with the underside of each convolution of the armor assures a : 
permanent low resistance of armor COW WHT 


BUILDING WIRE RHW 


Hiraid or Neoprene covered 


Highest quality insulation, for use in both WET and DRY 
locations at 75 ¢ 


SYNTHOL BUILDING WIRE ryPE TW 


For both wet and dry locations. Insulated with a special tough 


thermoplastic compound High dielectric and mechanical - = am) 
strength. Smallest outside diameter for same conductor size 
permits more or larger conductors in same space 


CRESELEN 
Most suitable lowest cost for riral, residential and farm build 


ings. Clean gray paint finish 


ENDURITE BLILDING WIRE PYPE RH-RW : 
A dual purpose wire, for either dry or wet locations. Type RH f 
has a greater carrying capacity because of higher permissible 
operating temperature, which allows use of ematier size cable 
at cost. SERVICE CABLES TYPE st 
Hoth Style A (armored) and Style | unarmored) are approved 
by Underwriters lLaboratoric as service entrance cable and 
may be run down the side of a bhailding without additional 
protection. It is tamper-proof, flexible and lightweight, moisture 
resistant and flame-retarding 


IMPERVEX TRENCHWIRE PYPE USE-RR 
Single conductors for direct earth burial. Has a heavy Neoprene 
jacket over the rubber insulation. Provides low cost, permanent 
underground cable installation 
NEOPRENE CRESCORD 
Heavy duty, oil-proof portable cord, Underwriters’ 
SO 


STEEL TAPED PARKWAY CABLE 


Designed for direct earth installation without additional pro 
tection, All standard types regularly supplied and special type INTERLOCKED ARMOR POWER CABLE 


cables made to customers’ specifications 
Provides a flexible, metal-enclosed method of wiring for power 


VARNISHED CAMBRIC LEAD ENCASED CABLE 

, tT 
IMI ERI Al PORT ABLE POW ER CABLE Varnished cambric insulation has high dielectric strength and 
Illustration shows Type SH-D) 5000 Volt Trailing Cable for long life. Not affected by oils and greases. This cable is supplied 
supplying power to electric shovels, dredges, ete. Covered with with lead sheath for wet locations or weatherproof braid for dry 
extremely tough Neoprene jacket locations 


CRESCENT INSULATED WIRE & CABLE CO 
TRENTON 5, N. J. 
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Preview of 24 Industries 
Continued from page 98 
sales. Output may be expected to 


pick up slightly in the second half of 
the year 


Rubber 
4 Rubber manufacturers have jin- 


creased output by four per cent 
in the first half of 1957 com 
pared with a year ago. The increase 
in over-all rubber production resulted 
because of a 10 per cent gain in out 
put of auto tires. Production of truck 
tires was down while output of mis 
cellaneous rubber products held about ° 
even. The outlook for rubber prod- 
ucts Output is still bright. Output 
should average about five per cent 


above a vear ago 


Lumber 
Lumber production has run 10 
ot per cent below the level of the 
first six months of 1956. The 
drop in the annual rate of housing 


Starts from 1.16 million in the first 
six months of 1956 to 950,000 in the 


first half of 1957 is the main reason 
for the substantial cut in lumber out 
put. However, lumber production has 
held very steady during the first half 
It will probably maintain an even keel 
even though housing starts may inch 
up during the last half of 1957 


Construction Materials 
Output of construction materials 
vo cement, glass, brick and gyp 


sum products—in the first-half 

High bay lighting with Abolite ran two per cent below the first-half 
1956 performance. During next six 

is easier on the eyes months it is expected that manufac 


turers of construction materials will 
probably do slightly better than they 


@ In high bay lighting, Abolite open-top units eliminate did in the first half, with more “do 
uncomfortable contrast of bright lamps against dark back- it-yourself,” more housing starts and 

ground, 18%, of the light is directed upward through increasing expenditures on highways 
Abolite’s open top, washes out the deep shadows, gives lamps and schools, Thus output of these con ; 
a soft background. 35° shielding of the lamp practically struction materials will probably match 
eliminates glare. that of 1956 


Open-top design also gives Abolite high bay units a self- 
cleaning action. Air circulates through the fixture, sweeps 
the reflecting surface clean, reduces lamp operating tempera- 
tures. As a result, lighting efficiency remains high, lamps 


Furniture 
i Furniture manufacturers’ output 


dropped three per cent in the 
first six months of 1957. The 


last longer demand for furniture this year has 

There are three Abolite uplight units for heen weaker than a year ago. Furni- 
high bay lighting: 18” and 24” diameter ture production in 1957 may be off as 
Alzak fixtures for use with 400 and 1000 much as five per cent from a year ago. 
watt mercury lamps and 18” Alzak fixtures Textiles 


for 500 watt incandescent lamps (ideal for 
gymnasium lighting). For full details, write 
Abolite Lighting Division, The Jones Metal 


Products Co., West Lafayette, Ohio. 


BOLITE 


Textile mill production is run 

¥ ning under a year ago. By 

year-end some of the gap may 

be closed—but not all of it. Output 
of textiles will probably be down 
about three per cent for the year. The 
textile industry's new five-day work- 


week policy has resulted in a small 
over-all cut in output, but it has also 
resulted in a leveling-off of production 
Inventories are in fairly good shape 


Continued on page 118 
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Cee how J-M DUTCH BRAND 
tells and sells 
your Customers in your Prime Markets 


DUTCH BRAND PLasne 


Thin, stron 


wisn RCTRICAL TAPES 


Th wn 


PUTCH 


Nine tolors 


VINYL COLOR Taps 


widths tor oi 


An industry te 
‘and 
Gee the Sone. 
8h for Brana 


This ad ... another in Dutch Brand’s continuous program 

. pre-sells your prime prospects — and keeps them sold 
Appearing in leading trade publications, 
manufacturers with Dutch Brand’s complete line of durable 
versatile electrical tapes. Have the full line in stock be 
ready for the customers who demand the best when they 
“tool up with tape!” Johns-Manville Dutch Brand 


Products, 7800 S. Woodlawn Avenue, Chicago 19, Illinois 


it will acquaint 
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Special Report on: 


The Wire & Cable Market 


* How Big Is It? e What Factors Influence It? 


Who Supplies It? Improvements Needed? 


¢ What Makes for Brand Loyalty? 


yt BIG is the market for wire and plants $39.1 million; contractors, 

cable among electrical contractors $12.9 million 

and industrial plants? That question e Armored Cable—$32.4 million . 

was thoroughly explored recently by contractors, $24.2 million; plants, $8.2 

the Research Dept. of ELECTRICAI million 

WHOLESALING. And a whopping- e Heavy-duty portable cord and 

big total a shade under half a billion cable—$19.8 million: plants, $14.6 

dollars is the answer—for 1956. million; contractors, $5.2 million 
A survey conducted among 1,022 e Underground cable—-$18.7 mil 

electrical contractors and 966 indus- lion: contractors, $16.2 million; plants, 

trial plant electrical department heads $2.5 million 

(all subscribers to Electrical Construc e Service entrance cable—$14.4 

tion & Maintenance) was the basis for million: contractors, $14.1 million; 

the projections of product and total plants, $.3 million 

volume shown in the graph (below) e Control Cable——-$10.3 millon 

and detailed here plants, $6.5 million; contractors, $3.7 
On this basis, the 1956 purchases million 

of wire and cable by contractors and e Bus Drop Cable—-$8.5 million 

plants totaled $486,984,144. This is plants, $7.4 million; contractors, $1.1 

divided as follows: electrical contrac million 

tors-—$304,365,090; industrial plants e Communication Cable $8.2 
$182,619,054 million: contractors, $6.2 million; 
The totals covered 10 product clas plants, $2 million 

sifications, as follows e Other types not classified here— 
e Building wire—-$251.2 million: $17.1 million: plants, $9.7 million 

contractors, $160.4 million; plants, contractors, $7.4 million 

$90.8 million. Graph below indicates not only the 
e Non-metallic sheathed cable exact projected total for each product 

$54.3 million: contractors, $52.8 mil by market, but also what percentage 

lon; plants, $1.5 million of the contractors’ (or plants’) total 
e Power Cable $52) million purchases the product involves 


Continued on page 104 


Total 1956 Purchases of Wire and Cable 


(DUS TRIAL PLANTS* 


ELECTRICAL COMTRACTORS* 


STOCK GENERAL ELECTRIC 
BALLASTS to get your share 
of the growing ballast replace 
ment market. As a G-E Bal 
Service 
make immediate replacements 


of im-warranty G-E ballast 


last Center you can 


failures from your shelves 
Call your nearest G-E Ap 
paratus Sales Office for more 


information about the Service 
Center Plan. General Electric 
Company Schenectady 

New York men 


cos 
OME AMD WE AMO CABLE BY 
Estimates based upon results of Wire and Cable Survey conducted by Research Dept 


G E N £ RAL BB ELECTR | C | of EW—Electrical Construction G Maintenance, and U. S. Dept. of Labor statistics 
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To meet the power demands of in- 
creased cigarette production, The 
R. J. Reynolds Tobacco Company 
of Winston-Salem, North Carolina, 
recently installed the two Okolite- 
Okoprene aerial cables shown here. 
An operating voltage of 15kv and 
a span of 420 feet across two open 
primary lines and railroad sidings 
called for aerial cables with maxi- 
mum reliability. Okolite-Okoprene 
self-supporting cable was used, with 
extra messenger for added safety, 


Okolite-Okoprene aerial cables furnish a low-cost route for increased 


power demands over a span of 420 feet between buildings 


More power the low cost way 
with Okolite-Okoprene aerial cable 


Here is another case where an 
Okonite 
cable solved an increased power- 


elf-supporting aerial 


demand problem simply and eco- 
overhead route 


than the 


nomically. The 
often costs much less 
underground route... and it can 
be just as safe, too, when you use 
dependable Okolite-Okoprene 
cable. Recommended for general 
use up lo 35kv, Okolite Okopre ne 
is insulated by Okonite’s exclusive 


strip process and (if rated at over 


2\ inspected inch-by-inch on 


the Gooding Test Train. 
Okonite is the only manufacturer 
making cables by all insulating 
methods: strip, extrusion, tape 
or dip. Thus we are in the 
unique position of being able to 
recommend to you without pre} 
udice the one cable which most 
closely meet our requirement 
The Okonite Compary, Passai 


New Jersey 


electrical power. . . there's OKON ITE CABLE 


rey 
4 
4 


Latrobe 
lectrical 


Products 


Dependable, trouble-free 
always been the chief 
“Latrobe” Floor Boxes 
Specialties 


service has 
appeal of 
and Wiring 


Easy and quick to install, Latrobe 


products serve long and well. 


ADJUSTABLE FLOOR BOXES 
Adjustable bonded which makes 
them fire proof round of square 
bodies siso «furnished in square single gang 
gang, three gang and four gang types 


Boxes are 
in single 


Floor 


come 


two 


Non-Adjustable 
Floor Box 


Represents the last 
design 
few 
parts 
amount of 


word in unique 
neat appearance 
est number of 
and least 
labor to install 


Insulator Supports 


Malleable iron clamps of 
high tensile strength. Four 
sizes to tit all standard 


porcelain of glass insu 


lators 


Sold Only Thru Wholesalers 


Latrobe Products 
Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Cover Plates 

Nozzles 


Gang Boxes 
Junction Boxes 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representatives in all principal cities. 


Manufacturing Co. 


209.1215 JEFFERSON STREET 


| 


Wire & Cable Market (cont.) 


Wholesaler Has 


Continued trom page 102 


[he 
1957, 
1956, a year of heavy industrial plant 
expansion 


survey, conducted in 


April, 
is based on total purchases for 
and overall construction 
Based on current construction predic 
tions and capital spending plans (EW 

June “57, p. 77) 1957 


purchases should 


wire and 
easily 


half-billion dollars 


cable equal 


another 


e Sources of Supply——How about the 
wholesaler’s share of this market? The 


survey asked contractors only 


Question: From what source 
of supply do you usually pur- 
chase your wire and cable? 

Direct from manufacturer 
Electrical wholesale distributor 
Mill supply house 


Manufacturer's representative 
Other 


Total exceeds 100% because many re 
spondents checked more than one factor 


e Influences—C ontractors only also 
were asked who in their employ influ 
ence their brand selection of wire and 
46.7 per 


| make all brand selec 


cable. The greatest number 


cent—replhied 
tons 

Other influential 
ployees, in order of importance 
19. & 


purchasing agent, engineer, estimator 


contractor em 
elec 
trician per cent foreman, 
superintendent 

Ot even 


this query 


importance was 


Question: What factors in- 
fluence your choice of a brand of 
wire and cable? 


Industrial Plants 
co 


Performance 73.5% 
Availability 56.6 
Ease of handling 487 
Price 416 
Contractors 
Ease of handling 
Price 
Performance 
Availability 412 
Total exceeds 100% because many re 
spondents checked more than one factor 


65.8% 
53.8 
419 


Influences on industrial plant pur 
ranking 
with 
‘specifying,” 
approving’ the brand 
and cable 


chasing were determined as 


in the following order, some 


recommending,” others 
and still others 
of wire head of electrical 
department, electrical engineer, super 
intendent of maintenance, purchasing 
agent, plant engineer, plant manager, 


plant superintendent 


Or rather, the lack 
projected by 
not the respondent pre- 
that all of the wire and cable 


e Brand Loyalty 
ol it 
whether or 


was inquiring 


ferred 


It in His Pocket 


manulacturer 
cent of the 
cent of the con 
Only 8.9 per cent 
of the plant electrical men and 27.9 
the replied 


used be made by 


Ihe 
plants and 72.1 


one 
answer of 91.1 per 
per 
tractors was “no. 
per cent of contractors 
“ves,” 

correlated 
electrical contractors only 


question, asked of 


Question: On what per cent of 
new construction jobs where “a 
brand or equal” is specified, do 
you substitute an “or equal” 
brand? 


Under 10% 
10% -25% 
26% -50% 
51% 75% 
76% -99% 
100% 


15.5% 
22.6% 
31.7% 
10.5% 
13.9% 

5.8% 


Additional survey questions asked 
Do stock of and 
cable?” Among plant men, 94.9 per 
among 


you Carry a wire 


said “yes;” 
91.5 per cent 
Over three quarters 


cent contractors, 
81.3 per cent 
of the industrial plants replied that a 
substantial portion of total wire and 
purchases in 1956 were for 
modernization, maintenance and 
pail 
this as the end use for 


cable 
re- 
With contractors, fewer indicated 
their wire and 


cable purchases 


e Improvements in Products — Sug- 
lor improvements 
were also solicited in the survey 

Some contractor 

e Make all BX 
Ship BX in 
(well labeled) 

e Mark all 
to size and 
itself. Mark 


more clearly 


gestions product 


recommendations 
with TW 


cardboard 


conduc 
tors cartons 
clearly as 
the wire 
spools and boxes 


Make all wires slippery 


wire more 


insulation on 


reels 


or easy io pull 
Have 
All BX 


more red 


e Sizes 10 to & less rigid 
drawn uniform 


copper 


cables with wire and 
heads 

e Fewer insulation 
Footage marked every five or 10-ft 


e Stabilize 


types of 


price 
Industrial plant recommendations 
e More stamped 
the wire 


information on 
Tags are lost 

e More suitable heavy 
currents, high temperature High 
temperature ratings obtained with de 
insulation 


types for 


creased thickness of 

e Work toward 
plant cord 

e Make all conductors of same type 
and size, same o.d 

e Some small size is still in 
reels instead of center pullout boxes 


special “motor 


wire 
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STRING TEST PROVES 
AIR DIFFUSION! 
te al tJ trom a tan. Hold 
s from end to 
ifeLite and tan 


tward! COratelite 


"IT’S ALL IN THE %” CUBES” 


GUTH GRATELITE CEILINGS ARE GREAT! 


OUVER DIFFUSER* 


SUPER- COMFORT LIGHTING PLUS AMAZING AIR DIFFUSION 


t 


_— 


AIR CONDITIONERS UNAFFECTED BY HUMIDITY! TOUGH AND RUGGED! 
USE ITS PRINCIPLE! GrateLite is one solid piece not just ; ste n Gratelite t wont 


Small GrateLite-type plastic cubicles are glued-together pieces! It is dimensior 
ally stable, and is unaffected by changes 
yh humidity itself 


h. Its solid tap 
used on latest model air conditioners to h-enqineered for 
diffuse air efficiently. GrateLite scatters in humidity or by h 

diffuses AIR! GrateLite is a solid body! 


SCRATCH-RESISTANT! KEEPS ITS BEAUTY! 
STANDS ROUGH HANDLING! GrateLite doesn't scar easily—or rip or Gratelite holds shape when washed 
GrateLite won't bend, buckle or mar break when dropped or struck by a tool lon't ¢ ze< scken. Cubicles 
when taken down for cleaning and re- Finaernails can't mor its usefulness. No ' tain tt sha scratches ore vy 
lamping, etc. It won t twist in your hand eyes,” no damaged cubicles to isn't flat, dull or 
Its body and substance are designed destroy overall beauty and efficiency s cheerful, life-like 
for long use 


AY 


THE EDWIN F. GUTH CO. 
TRUSTED NAME IN LIGHTING SINCE 1902 


August, 1957—ELECTRICAL WHOLESALING 


4 
; 4 
4 
7 
g 
> 
= 
oo?” 
‘ 
Set Gr 
end. Th 
ditfuses au etthicently 
‘ 
j 
4 
& 
© Pat. No. 7,745,001. Can. Pot. 1957, N $36,245 
105 
: 


NAED Course Aids Trainees, 
Personnel of Distributors 


NEW YORK—"The need of this 
(electrical wholesaling) industry for 
more experienced personnel—at a 
faster clip than we are producing them 
now”: this is the basic reason behind 
a special report from headquarters of 
the National Association of Electrical 
Distributors 
The report concerns the work of a 
special education committee of the 
Southern Area NAED Western Re- 
gion, in arranging for the area group 
to sponsor an evening course for dis- 
tributor personnel in “Electrical Sup- 
plies and Equipment Product and 
Application Knowledge.” Cooperating 
in sponsoring the course is the Los 
Angeles Board of Education 
e Reasons in Background Accord 
ing to C,. O. Armstrong, chairman of 
the Southern Area, NAED Western 
Region, the problem his area faces ts 
the same as that facing every member 
of the association and the industry as 
a whole— the shortage of experienced 
personnel 
Beyond this: the extensive amount 
of product knowledge required of 
wholesaler personnel and the ever-in 
creasing complexity of the field 
e Arrangements by Committee — Ihe 
special education committee, headed 
by Kenneth Hartley, president, The 
Electric Corp. of California, has 
worked out course arrangements with 
the evening div. of the Los Angeles 
Trade-Technical Junior College, a Los 
Angeles city public school 
Responsibilities of the school in 
clude scheduling the class, providing a 
classroom, compensating instruc- 
tor and providing supervision 
The NAED group has provided the 
course outline, selected the chief in 
structor, and has agreed to provide the 
students—a minimum of 25 and a 
maximum of S50 
Look no further for wiring devices! Because with Circle F e The Course Itself—Eligible are dis 
you've never had it so good...in quality and service...and tributor office and warehouse person 
in price, too! nel and sales trainees. Students are 
not required to live or work in Los 
Angeles County. Each student will 
pay a $3 entrance fee and will receive 


No. 3401 No. 2524 No. 2515 a graduation certificate 
No-KLIK N.E.M.A. N.E.M.A. lhe course will begin in Sept. 1957 
quiet GROUNDING aa GROUNDING and run through June 1958, meeting 


SWITCH three hours per evening once each 


week, a total of 37 sessions 

Class sessions will center around a 
particular product with emphasis on 
application knowledge. The necessary 
basic electricity and Code information 


Circle a Nifg. co. will be taught with the product 


TRENTON 4, NEW JERSEY Ihe committee has selected as per 


manent instructor Fred E. Cooper, a 
graduate electrical engineer with years 
For your wire requirements: Eastern Insulated Wire Corp of industry experience. He will be as 
Box 591, Trenton, N. J sisted by specialists invited to teach 


A Subsidiary individual sessions 
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ow Rome’s muit; 
o 
you “sell yp» . 


and get those Wir; 
job 


“Purpo 


ha 


Are you ready for this business? 


exceptional resistance to the 


fome helps you sell cable to your con 
tractor customers with ads like this in 
the leading electrical magazines 

In this ad, for instances Rome ex 


plains to the contractors 


1. How Ile can help them to 
crease the size of every residential 


wiring job 


. How FlexAll makes it easier for them 
to quote attractive prices tor u ile 
ground wird because its low in 
price and ¢ isy to install 
. Why FlexAll is ideally suited for di 
rect burial in the earth. Insulated 
with tome Synthinol pol | 
chloride) thermoplastic compoun 


and UL approved FlexAll provic 
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sive clements in the earth 


tw onductor ‘ rom | AWC, 
nel three 
AWC, to 14 


n recommend FlexAll 
1s especially ipplic ible vhere 
ind corrosive condition pre iil 


food processing plant dairie ! 
ere packing plant cold storage 


plants 
| lexAll Mist help 
| ‘ 


mventor 


of man other 


ROME CABLE 


Sse 
door light; an 
ore 
Profi, 
tants tor voars 
Cc 
P 
4 
1 it liabole ith a single 
andl If ni vunt yore information on 
ou to hewy | me Calhl representative virile 
2 wise it Ca les the rtment Cable Corpo 
PlexAll ition, Rone ‘ York 
3 
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HYKON 
WIRE MISER 


Stops waste, saves lost time 


\ my np if 
isu juick and oper 
Hand i mad the ible 
i lhametetr in i 
" 
K pok ilock instantly: no tool 
led. Load nioad in second 
Rugged elded truction. Model 
illustrated onsist of Stor 
m Keel, and Stand, Wi Meter and 
luke-up Reel wall mounting. Other 
rowel itlable 
Write for latest catalo 
HYKO MFG. CO. 
Box 923, Mt. Union 
Alliance, Ohio 


Millions of Steel 


Serving the Electrical Industry 


Specify 
MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 
materials and con 
trolled manufacture 
have built ‘top-service 
and longest life” into 
Minerallac Electrical Spe- 
calties. That's why the elec 
trical industry ‘prefers Miner- 
alloc’... steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 


Send for new literature and prices 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street Chicago 7, IMinols 
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CLIFFORD L. JUSTESEN ‘left president 
ind past president f the Passaic County 
plaque by Joseph Petruska, right utgoing 
president, jame W. White, of White G 
Beside ni work with the Passa Leag 
Adequate Wiring Bureau f Passaic j 
National Association of Electrical Distribut 
f the ad ry board of the League 
Moock Reorganizes 

Sales Activities 

CANTON, OHIO Moock Elec 
tric Supply Co., distributor of electri 


apparatus and supplies 
Ohio 
Pennsylvania, has announced reorgan 
ol 
fectively 


cal applhianc es 


in northeastern and western 


i7ation its sales activities “more ef 
to meet changing cCconomic 
and intense competition.’ 
M. Moock president of the 
observed in making the an 
that “the electrical indus 
consume! segment 
it 
one that calls for 


conditions 
Harold 
company 
nouncement 
Is 


ys products 


certainly most Competitive area 
intensive cultivation 
of several highly profitable markets.” 
He said that the changes would “pro 
vide specialists to attend each phase 
of our opportunity 

in 
with the reorganization are Clinton §$ 
Cottrill 


products and William Hallam as vice 


Iwo appointments conjunction 


as vice president-consumer 
president-apparatus and supplies 
Coincident with the wholesaler’s 


James 


an 
Hugo, mana 
the central Westing 
factory field sales, said that 
Moock's Mansfield branch would take 
over distribution of Westinghouse ma 
cleaners 
Ohio 
by 


nouncement 


ger of region, 


house 


jor appliances, room air condi 


dehu 
pre- 
the 


toners and 
midifiers 


viously 


vacuum 
counties 
ot 
Westinghouse Electric Supply Co 

Moock 
trical equipment in the midwest since 
1906 


in five 


served branches 


has been distributing elec 


f the 


National Electric Ce Passaic, N. | 


Electrical ie i being awarded a 


while its new 
N look r 
dent of the 
f the 


chairman 


ident f 


P 


pre the League 
Nauger 
justeser na 


ch 


the new 


Sales Organization 
Set Up by WESCO 
PITTSBURGH 


headquarters 


Organization of a 
management 
July & by 
Bolan vice president and 
veneral ot and 
supply for Westinghouse Electric Sup 
Purpose of the group will be 
support a 


new sales 
announced 


Boatner 


Was 


group on 


manager apparatus 
ply Co 
to 
Boatner stated that the move was nec 
essary in Order to keep pace with the 
steady 

Francis | 


strong field sales effort 


electrical industry 
Mettord 
organization as general 
A&S. with three product 
sales managers to assist him: Bruce A 
Everly, inside apparatus and supplies 
Glen N. Nietfeld, apparatus 
Joseph Hartman 


growth 
head the 


sales 


will 
new 


manage 


outside 
and W 
lighting and lamps 


All four men are Westinghouse vet 


supplies 


erans. Mefflord has been’ with the 
company for 20 years, two of the 
others for more than 10 years 
Buffalo Firm Relocates 
In Expansion Program 
BUFFALO, N ¥ The Davis 
Electric Co. has moved into new 
quarters at 1270 Broadway this 
city, in the process of a remodeling 
and expansion program 
The company will have 225-ft 
frontage and a total area of about 


3§,000-sq ft, its lighting fixture show 
to approximately 


former 


room increased 


three times it size 
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better electrical components 


help make CHROMALOX Electric Baseboards the Quality Line 


Top quality electrical components 
combined with smartly styled 
appearance are making Chromalox 
baseboards the standout line. The 
built-in quality of the electrical 
equipment is the result of forty years’ 
experience in designing and building 
electric heating equipment —exclu- 
sively. Consider for a moment the 
important advantages in quality 
electrical components. 

The heat source is a metal sheath 
strip heater, fully insulated for safety, 
and sheathed in metal for strength 
It is completely shock-, break-, and 
moisture-proof. Its smooth finless 
surface cannot sag on over-voltage, 
and won’t char dust, dirt and lint. 
No seasonal maintenance is required 
Proved in more than 40 years of 
tough industrial use, it now goes to 
work bringing years of trouble-free 
performance to the American Home. 

Wiring is simplicity itself. The 
versatile splice box can be wired from 
the bottom, back, or either side. ‘'wo 
adjacent connections are all that is 
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necessary to connect 16 feet of base- Wi y 
board heat. And Chromalox base | I 
boards are designed to tie-in with 
standard surface raceway, can be 
connected with ordinary T wire 
Chromalox Electric Baseboard is 
available in four practical lengths, at 
120, 208 and 240 volts. Single and 
two heat stages are supplied for 
modulated output. And there’s a new 
“high wattage’”’ series delivering 300 
watts per lineal foot for unusual in 
stallations. It's protected with a UL 
listed thermal cutout 
Chromalox quality tops the field 
It’s backed by a no-time limit guar 
antee on workmanship and materials 
You can get the full story simply by 
writing for a copy of Bulletin 800-A 


Edwin L. Wiegand Company 
RESIDENTIAL HEATING DEPARTMENT 
7595 Thomas Boulevard, Pittsburgh &, Pennsylvania 


Heat Better . . . Electrically 
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YOUR BIGGEST CUSTOMERS NEED iT Graybar Announces 


Personnel Changes 
NEW YORK-—The tollowing ap 


pointments and transfers in district 


personnel, effective during July and 
\ugust, were announced by Willard 
Henges. president of the Graybal 
Electric Co Inc 

I I Leavy Mississippi Valley 
district manager, becomes assistant 
district manager at Los Angeles; H 
G. Cook, Wolverine district manager 
becomes Mis ISSIPpI Valley district 
manager at St. Louis; D. A. Williams 
becomes Wolverine district manager 
at Detroit 

W. B. Whaley becomes assistant 
district manager at Kansas City, Mo.; 
€. ©. MeGraw, Omaha Branch man 
ager, becomes manager of supply sales, 
Houston; | M. Sholders becomes 
Omaha branch manager 

W. R. Pearson, district financial 
manager at St. Louis, transfers to 
Kansas City, Mo.; T. W. McLaughlin, 
Minneapolis district financial manag 
er, transfers to St. Louis; H. V. Bell, 
division financial manager of the 
major apphance div. at Pittsburgh 
transters to Minneapolis as district 
financial manager 


New lightweight GREENLEE No. 884 


Philadelphia Prepares for 
Electrical Progress Show 
one fast ram stroke PHILADELPHIA Convention 
Hall will be the scene of the 15th 
Annual Electrical Progress Show 
scheduled for Oct &-10. Over 200 


bends up to 4” conduit as much as 90 with | 


manufacturers of electrical equipment 
will exhibit their products, displaying 
the newest developments in electrical 
power, heating and lighting applica 
trons 

Sponsored by the manufacturers 
div. of The Electrical Association of 
Philadelphia, the show will be open 
to architects, contractors, and indus 
trial executives, utility personnel as 


High re, 1 aluminum alloy | " ! vell as wholesalers 


alloy st 


One man wheels it from job to job Sioux City Wholesale Firm 
on its specially designed pipe A dozen advanced features | t Wi 4 Changes Management 


supports! it to it | tus 
ppe | Rovers, former assistant manager and 
partner of Rogers Electric Supplies 
of this city has purchased the com 
Meets wide range of bending needs: |) wnVs assets trom. the other two 
‘thes Rovers 
Ask your GREENLEE representative or write for illustrated 
Bulletin E.224 giving full details and specifications 


You Take the High Voltage . . . 


SCOTLAND Aye. an’ then there's 
the tale about the utility comp ny 


what had a customer who consistently 
GRE NLEE used sixpence worth of electricity a 


Universal pipe supports, positive month. On investigatin’ they tound 


FOR 


locking pin mory other advanced that ‘twas a bonny ol woman a-turnin’ 
features ‘ on the lights just long enough each 


SREENL TOOL CO., 1848 Columb.» Ave., Rockford, tilinois night ignite her gas lamps 
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PREVENTIVE MAINTENANCE gets top 
priority from industrial management so when the job calls for 
an industrial application of Portable Cord, specify the 
product with “built-in” PM! Diamond Portable Cord and Red-D-Prene 
assure the industrial user maximum prot ction against 


Diamond DT X* Non-Metal- costly downtime caused by cord failures. The tough, oil and 
lic WHITE Sheathed Cable 
Non-sticking, smooth and 
easy to pull. Clean to handle 
does not flake off! is readily identified thus minimizing accidents 


abrasion resistant sheaths wive long wear, reduce maintenance Coss 


Red-D-Prene, first portable cord produced in Industrial Red, 


WIRE and CABLE Company 
Sycamore, Illinois 
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| GESCO Opens Six 
New Branch Operations 


BRIDGEPORT—Openings of ad 
ditions to GESCO’s chain of supply 
houses have been announced 
In Lincoln, Neb., D. I Hendrick 
is store manager of a new house at 
940 N. 17th St. J. E. Aubrey ts store 
manager of the new El Dorado, Ark 
house, located at 1114 North West 
Ave 
The new house at 2027 N. 3rd id 
Ave.. Mankato, Minn., 1s being mana 
red by R. V. Welch. The site at 444 
Rathbone Ave. is the address of the e 
‘new Aurora, Ill, house, managed by 
E. A. Bonk. A. N. Kendricks 1s man 
aver of the new Lafayette, La., house 
at 904 Oak Ave 
A new branch has been added in 
Macon, Ga., at 777 Sth St., with W 
Long as store manage! 


Harvey Hubbell, Inc. 
Elects, Reelects Officers 
BRIDGEPORI At the annual di- 


rectors’ meeting of Harvey Hubbell 
Inc., the following officers were re- 
elected: Harvey Hubbell, president 
George C. Weppler, vice president 


and general manager; Jess C. Hicks 
vice president-sales 

Walter S. Herrstrom was elected 
vice president-manutacturing, George 
A. Hudson, formerly secretary and 


assistant treasurer, was elected sec 
retary-treasurer, and Robert W. Stew 
art, formerly assistant secretary, Was 


ENGINEERED cected assistant secretary treasure 
FEA TUR ES: New Firm Will Produce 


Radiant Heat Equipment 
VARIABILITY NEWARK, N. J.-A new company 
Fits many cable sizes, reduces number of Ampere Industries, has been estab 
connectors needed for given number of com- ished at 60 Boston St., here, to 
binations of conductors. manufacture electric radiant heating 
equipment for residental, commercial 


Type UP 


HIGH CLAMPIN( CTION 
and industrial applications, it was an 


U-Bolts clear all satires hore by close limits, nounced by Lester H. Mantell pres 

supported by saddles through their full arcs. ident. Mantell was formerly executive 

Minimizes bending action, makes U-Bolts — \\ce-president and general sales man 

subject to tensile stress only. wer of Electriglas Corp., Bergenfield 
N. J 


CABLE END RELII 
Allows for distortion in free ends of strands, , a ses 
ample room for binding end of stranded Asheville Distributor 
cable if desired. Incorporates 
VI ASHEVILLE, N. ¢ The Electric 


CONDUCTIVITY 
le 
High copper alloy with sufficient contact area Supply Co. ef Asheville, in operation 
for 27 years, will now be known as 


to insure cooler-than-conductor operation 
the Electric Supply Co. of Asheville 
under maximum load. 


Inc 
Available for aluminum or aluminum to copper conductors Will | f of th 
Canadian Distributor: it ormer owner ¢ 
W. 8S. GERRIE & Assoc., LTD business, becomes chairman of the 
$158 Dundas St WEST TORONTO 18, ONT., CANADA board of the newly incorporated firm 


RITE FOR DETAILS AND PRICES TODAY! and George Farr will be president 
Oakley C. Mills, vice president, and 


TECHMICAL 
Knowhow of the corporation 


49 Huron Street, Brooklyn 22, N. ¥ 
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ways the 


Because Some dry-type transformers cost more to 
install than others. 


But SORGEL air-cooled dry-type transformers cost less to in 


stall because they are all self-contained in a single unit either 


single phase or 3-phase equipped with substantial wall bracket 


with slots for bolts, or with floor mounting base. No separate brach 


ets to make or buy. Easily accessible, roomy connection compart 


ment, with wide choice of knockouts. Equipped with solderless 


terminals and permanent connection diagram 


Because Some must be installed in locations that 


require longer feeders and more expensive wiring Cc, 


nnection artment panel removed 


But SORGEL transformers are so quiet in operation that the 


can be installed in almost any convenient place inside of building 


close to the load center. This results in shorter feeders, better volt 


age regulation, more efficient distribution, and lower wiring cost 


Because Som 1 quire a larger rating for a certain 


load. 


But SORGEL transformers do not require a larger rating than 


the load, because they are guaranteed to carry their full rated load 


continuously at high efficiency. They are so liberally designed 


that they can carry an overload during an emergency at a safe 


operating temperature. Vacuum impregnated windings brazed to 


ol 


solderless terminals assure years trouble free service 


Stock carried by jobbers in 
the following cities: 


lesa Complete Line 


SORGEL 
TRANSFORMERS 


Sales engineers in Roxbury, M Rockford 


New York, N.Y 


4 Kva to 7 pt 
Consult the classified section of 240. 480. 600. 2406 A Ab 720 
your telephone directory of com Cleve See 13.2 volt y 


municate with our factory 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wisconsin 


10 years’ experience in the development, manufacturing and application of transformer: 
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CLARK-AMERICAN 
ERVICE ENTRANCE EQUIPMENT 


FEATURES INCLUDE: 
@ Baked-on grey enamel finish 


@ More and more contractors 
insist on using Clark-American 
Service Entrance Equipment 
because it saves them time and 
cost on house wiring jobs. They 
know, too, that once installed 
it can be counted on to give 
dependable, trouble-free serv- 
ice, avoiding costly repair calls. 
The fact is that every construc- 
tion detail has been carefully 
planned to make installation 
faster and easier. And every 
step in production is rigidly 
controlled to maintain Clark's 
high quality standards, 


Yee CLARK CONT 


@ One-piece trim and door 

@ Cover easily removed 

@ Plenty of knockouts, conveniently located 
@ Knockouts easily removed 

e@ Generous wiring space 

@ Slotted upper mounting holes 


@ Solderless lugs on line, range and sub-feed terminals 
@ Wire-binding screws on plug fuse terminals 


@ 100 Ampere capacity plated line lugs 
@ Non-interchangeable pullouts 
@ Wiring diagram inside door 


Write for your free copy of 
the CLARK-AMERICAN 
“Product Selector’ —32-page 
book with complete catalog 
plus application and 
installation data 


American. 


ELECTRIC SWITCH DIVISION 


Street Cleveland 10 Ohio 


Burndy Corp. Dedicates 
New Plant and Addition 


MILFORD, CONN Twin cere- 
monies in the United States and Can 
ada marked completion of a major 
part of the Burndy Corporation ex 
pansion program, which the Norwalk. 
Conn.. manufacturer of electrical con 
nectors announced last fall 

The two new facilities, a new plant 
in Scarborough, Ont., a suburb of 
foronto, and an addition to the pres 
ent Milford plant, will manufacture 
for the company’s Omaton div., which 
serves producers of electrical, elec 
tronic. and aircraft equipment. The 
Scarborough plant, besides serving 
these markets will serve Canadian 

lectrical utilittes and construction 


firms as well 


H. K. Porter Purchases 
R. Thomas & Sons Co. 


NEW YORK--H. K. Porter Co 
Inc.. announced the acquisition of R 
Thomas & Sons Co., Inc., manutac 
turers of high voltage and other elec 
trical porcelain, of Lisbon, Ohto 

The Thomas operation, which was 
combined with Porter's  Delta-Star 
Flectric div., was the second acqut 
sition in the electrical field for Porter 
within two months; in April, Federal 
Wire Cable Co., Ltd., of Guelph, 


| Ont.. was added to the roster 


Among the other Porter divistons 
are Vulcan Crucible Steel and Quaker 
Rubber 


FHA Cuts Premium Charge 
On Modernization Loans 


WASHINGTON — The rate on Tith 
| loans has been reduced by the FHA 
from .6S-per cent to .SS-per cent 
annually 

Other regulations on insured home 
modernization and repair loans were 
eased in the following respects: Door 
opening and closing devices were 
added to the home improvements 
eligible — for insurance Insurance 
charges on loans running three-years 
or longer may be paid in installments 
Lenders’ commitments will be extended 
60-davs when FHA turns down cet 
tain improvements as ineligible for 


the cheaper insurance rate 


Sunbeam Acquires 
Indiana Plant 


LOS ANGELES-——-With his an 
nouncement of Sunbeam’s acquisition 
of the 4'2-acre Reynolds Metal Co 
plant at Gary, Ind., Herbert L. Krie 
ger also revealed an expansion pro 
vram for the company. located here 

The new tacility ts designated Sun 
beam Lighting Inc., Eastern, and 
began operation about July | 
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Outdoor lighting from one responsible source — 
Widest line of matched lighting fixtures 
simplifies ordering, billing, pricing 


Here are the facts of light: Revere’s catalog list 
the industry's widest line of matched outdoor lighting 
equipment from poles to floodlights to street light 
to airport lighting 

From one responsible source you order for your 
customer’s needs with shipments scheduled for your 
customer's deadlines. Fixtures are matched to “‘fit 
together”, saving your customer time and money 


Write for catalog covering Revere s complete 


line of matched outdoor lighting equipment 


Revere Electric Mfg. Co., 6009 Broadway, Chicago 40, III 


fratlable 
Commercial 


OUTDOOR LIGHTING. Industrial 
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Service Stations 


ordering from on oOurce paper work 


mized. Billing i 
tion is found in a hurry 
And too, a catalog full of all type 


quick 


implified, Complete pricing informa 


of outdoor light 


ing fixture provide accurate answer to your 


customer's lighting problem 


UPtown 8.7100 


Canada thru Curtis Lighting. ltd. 1 easide Outario 


Streets Sports Airports Shopping Centers 
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= Jamproof 65R 


Now Guarantees 
Straight Threads Every Time 


Fast-Seller because 
Revolutionary New TC (True-Centering) Workholder 
centers all conduit, even over or under size 


No more crooked threads! 65R pre-sets to size by 
turn of TC Workholder gauge ring —tightens by 
palm-of-hand push on forged cam lever. All 3 jaws 
close together on conduit by one mechanical action 
Straight threads, drip threads if desired, jamproot, 1” to 2” 
with | set of dies, fast size change—only 65K offers so 
much for the money. Customers want it! Order today. 


P. S. The new TC workholder fits your present 65R! 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 


WHAT'S NEW WITH 


Ceiling Is Main Point in 
Modernization Program 

Typical of the many complete ceil 
ing installations brought about by the 
recent refinements in over-all suspend- 
ed ceiling design and construction 
and the tendency for commercial re 
modeling presently prominent, is the 
cetling recently installed in the Gary 
Trust & Savings Bank, Gary, Ind. This 
type of job, becoming increasingly 
popular, makes it possible for the con- 
tractor to install a “complete ceiling 
package’ including support grid-work 
lighting panels, acoustic panels, fix 
tures and wiring, no longer confining 
his work to the mounting of fixtures 
and circuits in a ceiling installed by 
othe rs 

Ihe original lehting of the Gary 
hank incandescent enclosing globe 
fixtures, suspended from an 18-ft 
ceiling—provided about of 
illumination. The old plaster ceiling 
reverberated business machine clatter 
These unsatisfactory conditions were 
eliminated by the new 4,000-sq ft ceil 
ing, about 66 per cent of which was 
composed of acoustic material and the 
rest lighting panels. Both incandescent 
and fluorescent fixtures were used 

Ih Sweney Electric Co Inc 
Gary, Ind., the contractors of the 
bank installation, found that its first 
complete ceiling installation a_ few 
years ago has snowballed into a total 
of some $100,000 of ceiling business 
ill unsolicited, results of the satis 
faction enjoyed by previous ceiling 
customers and their recommendations 
to business associates 

Significance to you: These jobs are 
equally profitable to the enterprising 
wholesaler as they are to the energetic 
contractor, A trend such as the one 
started in Gary could provide the 
wholesaler with quite a few orders 
of this kind. And their being complete 
“packaged” units will cut down your 
overhead, comparatively simplifying 
that unpredictable mysterious end of 
your lighting operations known as 
“commercial,” 


Busway and NM Cable 
Used for Store Wiring 
Electrification of Modell's Shoppers 
World, Lodi, N. J., ts based on two 
different wiring methods used to meet 
design objectives of onomy, high 
capacity and flexibility: busway for 
main distribution and non-metalln 
sheathed cable tor branch circuiting 
Power supply to the building ts 
mack at primar voltage trom a 
utility overhead line \ 3-phase, 4 
wire $160 2300-volt’ service feeder 


originates at utilit adjacent to 
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YOUR CUSTOMERS 


for straight right-angle 
These items were digested from 
a recent issue of Electrical Con- ° 
struction and Maintenance, a cuts ever y TAME cook h ec new 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers — electrical con- 
tractors and plant electrical men. 


a transformer vault at 
of the building 

The 2000-amp feeder 
the 2500-amp main disconnect 
three other runs of 
on S0O0-amp ind ‘ HO0-amy 
phase busway From the 
runs, subfeeders and motor branch 
circuits are tapped to loads on both 
floors through fusible 
bus switche 

No conductor smaller than 
used for the NM branch circuit I hi 
NM cable 1s used where the ing 


is not installed in masonry, and the 


ible ts equipped with a equipment 
grounding conductor ible or wi 
larger than wa erminated 

solderless mechanical lug Paps in 
panel gutters were made with solder 
less mechanical connector vith in 
sulated jackets. For fixture connec 
tions the Spec required that the 


splice s be either soldered or insulated easy-to-sell eee 


with rubber and friction taps ol 


made with insulated wire connectors fast, true conduit cuts 


Ihree modern features of the elec 


trical system are remotely operated on power drive 


veneral area fluor ent lighting 


mercury vapor parking lot floodlight 
ing, and a public addr tem. Ihe 


building ws also ompk tely air con Rtolls are twice the usual width 


ditioned double the bearing surface on 
Ihe job was don \ | tri onduit ure straight start 

Co., Park Ridge, N. J of cut by hand or power 
Significance to you: The national drive—ex und 

trend toward highway shopping has Pa vou to stocl 

brought with it construction of a num- tell 

ber of stores specializing in low-mar- 


your custon 


it. Order toda 
gin selling. To assure low-overhead 


essential to that type of merchandising, : 
No. 201, to 1% 

heavy emphasis is placed on both 

economy and efficiency. The system No. 202, to 2 

described above meets the store’s re- 

quirements, and to a certain extent 


represents a trend. The Ridge Too! Company, Elyria, Ohio, U.S.A. 


Light: Garages’ Pinkerton 
According to Petroleum Week 

ice Station robber in 

per cent aboy 
sions of 

making va 

attack wa 

night. Better 

profit trom 


vorld 
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Work-Saver Pipe Tools 


An oluminum coupler plate and two steel pins do the job—with Cope's patented pin-type coupler 


COPE CABLE TROUGH CUTS 
LABOR COSTS TO A FRACTION! 


Three simple parts —an aluminum 
coupler plate and two steel pins 
are all it takes to connect comple te 
sections of Cope cable trough 
and in less than half the time re 
quired to connect two lengths of 
conduit. Furthermore, because each 
24” width of trough supports a 
much cable as sixteen lengths of 4” 
conduit, vou can sometimes actually 
reduce labor time and costs by 


almost 606, for the complet job! 


Space Saving Flexibility. Dosicn 


and construction features of 


weight, easy-to-handle ¢ ope cable 


supporting equipment speed instal 
lation of space saving systems 


even in the most cramped quarters 


\ complete line of svstem accesso 


ries and fittings allow for necessary 


changes in direction or elevation, 
Supporting riser elbows trough to | 
box connectors, and drop outs pro 
vide maximum flexibility of installa- 
tion to meet system requirements 
reduce design time up to 250 


for laying out vour svstem 


Cut Costs Three Ways. You sive 
three ways when vou specify Cope 
cable supporting systems with pin 
typ coupler trough, ladder, or 
channel 

* LOWER FIRST COST 

* LOWER INSTALLATION COSTS 

* LOWER SYSTEM MAINTENANCE COSTS 
Discuss these advantages for your 
installation with a qualified Cope 
representative —or write to | 
Cope Division, Rome Cable Cor 


poration, Collegeville, Pa 


T.J. COPE 


CABLE 


ROM 


CORPORATION 


Preview of 24 Industries 
Continued from page 100 
During the first half of 1957 demand 
for both apparel and industrial textiles 
has been steady. By year-end it may 

he stronger 


Apparel 


Apparel production its running 
4 higher than a year ago 
Consumers have purchased rel 
atively larger quantities of apparel this 
n recent years. Currently 


year than 
they are spending a larger share of 
the consumer dollar on soft goods 
than in recent periods. Yet real per 
capita income, after taxes, has not 
increased in the past year. If real in- 
come gains take place in the last half 
of 1957 
may be considerably better than in 
the first half. Thus apparel output ts 
now expected to run about two per 


cent higher than in 1956 


Foods and Beverages 
Output of processed foods and 
beverages in the first half of 
1957 ran about even with pro 
duction in the first half of 1956 
unusually bad weather 


apparel production and sales 


However 
droughts. floods and tornadoes——over 
a large part of the agricultural area 
of the U. S. will mean slightly smaller 
crops for processing. It is now expec 
ted that production of foods and 
beverages will be up—but very slightly 


this year 


PROMOTIONS CALENDAR 


Home Lighting Fixture Month 
September 1-30 
American Home Lighting Institute 
Industry-wide promotion of home 


lighting fixtures 


National Television Week 
September 
IvB, NARTB, NARDA, RETMA, 
NEDA, NRFA, NAMM 
Io promote increased viewing and 
explain advantages of TV to com 
munity and family life 


Housepower-E EFI 
September-October-November 
How's Your Housepower Rating 

Live Better Electrically with Full 


Housepower 


Operation Snowflake 
November-December 
I S. Steel Corp 


National Electrical Week 

February 9-15 

ARI, EFI, IAEI, IAEL, IBEW 
NARDA, NAED, NECA, 
NEMA, NISA 

lo enhance public appreciation of 
electricity and the contributions 
of the electrical industry to the 
nation s progress and economy 


ELECTRICAL WHOLESALING—August, 1957 


4 N MINUTES... 

| 

| 

118 


General Electric says: 


rag 
n the average, only 1 out of 100 G-E Lamps will burn out 
ou 


of gb bare during the first year of service in a single shift operation.” 
| 

: arold Kilburg, electrical | 
Contractor, says: | 


“Out of 5.150 G-F 
~) . of 5,150 G-E Lamps we installed a year ago, we've 
lad to replace only 20, That’s | out of 250!” . 


11) the t 


cor 


the cost of the eles 


f maintaining 
imnpredictable 


Which re 


Lamp 


low 
! burnout Phi 


trie Progress Our Most /mportant Product | 
GENERAL ELECTRIC 


G-E LAMPS G 
GIVE YOU MORE FOR ALL YOUR LIGHTING COSTS 


REPRINTS ARE AVAILABLE of the advertisement 
shown above. They'll be full-size proofs just as the 

ad will appear in September issues of leading business 

magazines. Mail them out to your customer and Progress /s Our Most Important Product 
prospect list and use them on your regular call 


Get them free from your local G-E Large Lamp G E N E R A L ZB E LE CT R I C 


Department representative 
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CALENDAR OF EVENTS 


Western Electronic Show & 
Convention 
WESCON 1957 
( OW Palace 
San Francisco, Calit 
August 20-23 


Industrial show, technical sessions 


«later 
QUIET SWITCH 


* Two Wires in Each Hole 
* Patented Side Release (Pat. No. 2,795,677) 
-« 


Pacific General Meeting, AIEE 
Franklin Co. PUD Auditorium t 
Pasco W ish 


August 28-30 


National Association of Electrical 
Distributors 

Western Region Convention 

Del Coronado Hotel 

Coronado Springs, Cal 
September &-11 


Meetings, panel: 


Iiuminating Engineering Society 
National Technical Conterence 
Atlanta Biltmore Hotel 
Atlanta, Cra 
September 9-13 
Meetings 


New Wiring feature. Now put two wires in one 
hole to run line to another switch. Holds securely. 

Easy to install. Extra rugged. No “special” tools re- 
quired. 15 Amp and 20 Amp 


Southeastern Electric Exchange 
Engineering and Operating Section 
Biltmore Hotel 
Atlanta, Cra 
September 19-20 


SEND FOR FREE CATALOG NO. 35 


SLATER ELECTRIC & MFG. CO., INC. 
5 4 SEA AVENUE 
Gtewn core . NEW YORK 


Lake Michigan Club 
Annual Meeting 
Sheraton-French Lick Springs Hotel 
French Lick Springs, Ind 
September 21-24 
Speakers, golf, entertainment 


Industrial Electronics Conference 
Sixth Annual Symposium 
Morrison Hotel 
( hic ARO 
September 24 


RECEPTACLE 


* Extra Rugged 
* Speed Wire (Rear Wiring) 
* Patented Side Release (Pat. No. 2,795,677) 


< 


Technical Conference on Electrical 
Maintenance 

Kine Fdward Hotel 

Toronto, Ont 


September 


Pennsylvania Electric Association 
SOth Annual Meeting 
Bellevue-Stratford Hotel 
Philadelphia, Pa 

October 2-3 


International Assn. of Electrical 
Leagues 
22nd Annual Conference 
Sinton Hotel 
Cincinnati, 


October 2-4 


This new screwless-type receptacle is a real time 


saver, Holds 12 and 14 wires tight. Does not spread con- 
tacts. No “special” tools required at any time. 15 Amperes. 


The Electrical Assn. of Philadelphia 
Electrical Progress Show 

Commercial Museum 

Philadelphia, Pa 

October 7-9 


SEND FOR FREE CATALOG NO. 42 


SLATER ELECTRIC & MFG. CO., INC 
GER AVENUE 
GLEN COVE YORK 
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National Electronics Conference, Inc. 
Hotel Sherman 


later 


American Institute of Electrical 


General TOGGLE SWITC 


Hotel Morrison 
( hicago, Ill 
October 7-11 * 10 Amp.-“T” Rated 


Panels, conferences e Specitication Grade (Pat. Ni 


a HAA US 
Canadian Electrical Mfrs. Assn. * Exclusive Batt-L-ator Mechanism 


Annual Meeting 
Sheraton Brock Hotel 
Niagara Falls, Ont 
October 9-11 


Rocky Mountain Electrical League 
Annual Convention 
Broadmoor Hotel 
( olorado Springs Colo 
October 13-17 


International Assn. of Electric J 
Inspectors 


Southern Section 
Dinkler Plaza Hotel sturdy and dependable Baff-|-ator prevents contact bounce, 


New improved model of one of our best sellers. Extremely 


Atlanta, Gra reduces arching and pitting 


October 14-16 
SEND FOR FREE CATALOG NO. 34 


Nations! Hardware Show SLATER ELECTRIC & MFG. CO., INC 
12th Annual Exhibit S66A er 
New York Coliseum GLEN COVE © NEW YORK 
New York, N. ¥ 


October 14-18 


Southeastern Electric Exchange 
Sales Conference 
lutwiler Hotel 


UPLEX RECEPTACLE 


Florida Association of Electrical 
Contractors HEAVY DUTY “T" SLOT 
Annual Convention and Electrical 
lrade Show 
Soreno Hotel 
St. Petersburg, Fla 
October 16-19 


National Safety Council 
National Safety Conger 
Exposition 
Chicago, Ill 
October 21-25 


National Association of Electrical 
Distributors 
Board of Governor Annua 
Meeting 
Hotel Moraine-on-the-Lak« 
Highland Park, Ill 
October 27-30 


This specification grade, heavy-duty receptacle is still the 
old favorite with electrical contractors. It's rugged, depend 


able and easy to install 


Tenth Annual Power Distribution SEND FOR FREE CATALOG NO. 36 
Conference 
University of Texas 
Austin, Tex 
October 28-30 


SLATER ELECTRIC MFG. CO., INC 
5 4 SEA AVES 
GLewn cers . NEW YOoRr 
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Berlon C. Cooper, Chairman 
1957 International Lighting Competition 
330 West 42nd Street, New York 36, N. Y. 


Please send me the rules brochure and __. entry forms for 
the 1957 International Lighting Competition 

Name 
Company 
Address 
City State 


| 


| 


A lapel badge won't prove you're a lighting expert. But win- 
ners in the 1957 International Lighting Competition will re- 
ceive authentic national recognition that will build lighting 
business and lighting profits 

Contest winners will receive cash awards and certificates, and 
wide publicity for information about their outstanding light- 
ing jobs. Stories on winning entries will be published in 
ELECTRICAL WHOLESALING and other trade publica- 
tions. Publicity will be released to newspapers and other 
channels on a national scale. 


By putting such recognition to use locally in your selling and 
promotion you can exert a powerful influence to attract new 
customers, and to build up the quality and range of supplies 
you sell them 


The contest is open to electrical distributors . . . electrical 
contractors . . . architects or engineers electric utilities. 
It closes October 25th. 

You can send in joint entries. Get your electrical contractors 
into the act—the men who install the lighting jobs you sell, 
plan or supply. For winners, this will be a partnership of 
profit and prestige for their entire business operations, 

Enter your outstanding lighting jobs in the 1957 International 
Lighting Competition, Get into the running for greater light- 
ing profits by mailing in the coupon now, while it has your 
attention. 
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PEOPLE IN THE NEWS 


MORE COMFORTABLE 
HOMES WITH 


Clean, economical; 


Sales associates at Pittsburgh head 
quarters of Westinghouse Electric 
Corp. honored John T, Urban, tor )> 


years of service to the company, with 


a dinner and service pin presentation 
on June 26. Urban became a sales 
assistant in the company’s factory sales 
office in Chicago in 1922. He held 
4 various merchandising and sales posi 
tions in the mid-west until 1944, when 
he was transferred to New York as 


Wesco’s general sales manager for con 
sumer products. Urban’s present as 
signment is manager of utility sales 
for Westinghouse Appliance Sales in 


easy-to-install 


© Convenient, quiet 
eight midwestern states 
Thermostat control 


Paul R. Shawver, who hus been as in each room 
sistant to the vice president of Square 


D's distribution equipment div., has 


Requires no floor 


been named manager of the company’s 
Cedar Rapids, lowa, plant 


space 


Eugene Simmons has been promoted Now, get clean, even, convenient electric heat at 
to general stores manager for Watson 
Electric Supply Co., Dallas, succeeding 
H. M. Morehouse. He will be respon 
sible for the purchasing dept. and store heating system —Llectrend — today. 
operation for the Dallas office and 


far less money than you ever thought possible. 


See, the revolutionary new electric circulating air 


Terriories avatiable for Distributors Jobbers Dealers 
warehouse and also the Sherman, Ty ' 
, Phone or write ectrend Products Corporation P.O 
ler and Waco branches 
Box 110, St. Joseph, Mich Phone Ylkon 


Charles C. Warne, Jr., has been 


appointed vice president in charge 


of sales of Hubbard and Co.'s clec 
trical materials and aluminum prod ‘ / 
ucts He joined the company in Th 
1936 IS Was. 00, es SPA 
LITES 
Charles W. Kullman has been 


named market planning manager for 
Westinghouse Electric Corp.'s light 
ing div 


ve WILL GIVE YOUR 
CUSTOMER LASTING 
SATISFACTION 


A. G. Naylor has been appointed 
regional appliance sales manager in 
charge of Graybar Electric Co. appl: 
ance sales in Youngstown and Erie 
trade areas. He will make his head 
quarters in Youngstown 


Wire ond Coble 


WHEN YOU WANT IT 


From Chicago you can get 
immediate delivery on 


ASBESTOS CABLE 


Which is one of the many construc 
tions carried in our Chicago Ware 
house Stock 


but...for | 


la nphoider with HR lens wired——ready for use 


Also all types of Power Contret 
Lighting and Communication Cable 


Universal Wire & Cable Co. 


2915 Powline St 


ELECTRIC MFG. INC. 


Try ws for Chicago 13, Wl 
your Branches in Houston 4 
requirements and Los pansies p 4231 Ww. LAKE ST. CHICAGO 24 
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Edward T. Corbus has been ap 
pointed sales manager of Gedney 
Flectric Co., New York City, manu 
facturer of electrical fittings. He was 
previously associated with 
Rubber Co., and was assistant sales 
manager of the corporations Electri 
cal Wire and Cable div. when it was 
taken over this year by Kaiser Alu 


minum and Chemical Sales, Inc 


Emile Cyr, with the Royal Electric 
( Pawtucket I. since 1946 


was elected treasurer of the corpora 


tion at a recent board of directors 


mecting 


James C. Forbes has been appointed 
manager, residential sales, I arge l amp 
department of General Electric Co. 


it Nela Park. [he post is a new one 


Co., 


Bulldog Electric Products 
Detroit, ha innounced the promo 
tions of Hugh V. Diamond, Jr., to 
sales service manager, and Charles 


EK. Moran as supervisor of sales and 


product traiming 


C. E. Wolfe vice president 
wales for Curtis Lighting, Inc., Chi 


S. F. Johnson is manager of appara 


tus and defense advertising tor West- 
inghouse Electric Corp., with head 
quarter in Pittsburgh He was 
formerly sales promotion manager of 
the Atlantic region 


L. D. Shank, general sales manager 
ol National Electric Products Corp., 


Pittsburgh, has been named as one ol 


the business executives ippointed 

to the reserve training corps of indus 

trial ¢ \perts of the Business and De 
PORTABLE ELECTRICAL fense Service Administrations unit of 
CORDS AND | the National Defense Executive Re 

serve in the Department of Commerce _— 


CABLES 


Harry Pierce, formerly with Diehl 
Electri Suppl Co and (Csraybar 
Electric Co., has joined Incandescent 


Supply Co., San Jose, Cal 


Sol Wolte ha been named sales 
manager of the GE Lamp div. of 
The Frankelite Co. He has had more 
than 38 years’ experience with the 


production runs, ca Cleveland wholesaling firm 


John J. Doyle has been elected vice 
president in charge of sales of the 
Murray Mfg. Corp., Brooklyn, makers 
of residential service equipment. Doyle 


Seid 

Nationally through 

Electrical Wholesale Distributors 

Manufactured by 


WESTERN INSULATED WIRE CO. 


Kr Les Angeles 58, California 


joined the company in 1936 


Carroll V. Roseberry, a veteran of 
’3 years service with Westinghouse 
Electric Corp.. has been elected vice 
president and appointed manager of 


the company’s midwestern region 


7 


ELECTRICAL WHOLESALING—August, 1957 


. 

i 

f _ jackets. At present a stock is maintained in a few bee 

ordering 

Large users of wire and cable have found this 

124 

: 


SALES REPRESENTATIVES 


Accurate Insulated Wire Co... New 
Haven, Conn., makers of Accwire 
products, has appointed ©. E. Scholl 
Co., Bridgeport, Conn. and Boston 
sules representatives for New 


England 


Boston Woven Hose & Rubber Co.., 
div. of American Biltrite Rubber Co 
Inc Boston. has named Morton & 
Cook Co Minneapolis as factory rep 
resentative in North Dakota, South 
Dekota, Minnesota, and northern Wis 
consin, covering the Bull Dog taps 
line 


Fasco Industries, Inc., 
resented Florida by the 
Orens Co Miami Fasco 


tures fans and ventilator 


Spring City Electrical Mig. 
City, Pa., has named Georg 
vomery Waban Ma 


England sales representative 


Tork Time Controls Inc., Mt. Ver 
non, N. Y. has named the team of 
Larry Cable and Jack Hight as rep 
resentatives serving electrical whol 
salers and contractor in Cleveland 
and the surrounding area. Cable-Hight 
Co. is located at 1900 Euclid Ave 
( leveland 


OBITUARIES 


Morris Sacks 


Morris Sacks, founder and pr 
dent of Sacks Electric Supply 
Akron, Ohto ind treasure of 
Midland Flectric Co... Cleveland. die« 
July 6. He was born in Russia, coming 
to this country in 1906. Representing 
his company, Sacks was active in 
NAED 


David B. Kopp 


David B. Kopp, founder 
of Copley Sales Co., Inc., Boston 
in Venice, Italy, while on a 
in | An active busin 
more than a quarter-centu 
prominent member of the El 
Manufacturers Representatives ¢ 
New England 


Paul T. Owens 


Paul T. Owens, distri 
manager for Sylvania 
ucts, In died Jun 
Milwaukee. H« 
district manager 
after he Syly 
lighting sales repr 
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It’s the EXTRA NEOPRENE 
puts the BRAWN in 


It's the bonus quantity of Neoprene—67.32%, certified by a registered professional 
engineer—in the outer protecting jacket that gives Bronco 66 Certified its extra tough 
ness, greater resistance to oil, ozone, sunlight; makes it more flameproof, more resilient, 


more flexible. Jackets are branded every two feet 


Sold nationally by Electrical Wholesale Distributors. 


WESTERN INSULATED WIRE CO., LOS ANGELES 58, CALIFORNIA 


“4 Me 
oy 
2 
LECT RIVAL WIRES CERTIFIED 
be 
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Ballasts——-Recent brochure entitled 
Report on Ballast Sound shows 


how GE engineers combat noise in 


fluorescent lamp ballasts. and points 


out how new sound rating calculator 


helps determine whether ballast noise 


problem will be encountered in spe 
cific applications. Bulletin) GED 
3164, General Electric Co., Sche 
N. ¥ 


nectady 


Light Control Equipment—Luxtrol 
bulletin LIS7P gives information on 


features, ratings and data of new line 


of compact, self-contained packaged 


light control assemblies. Introductory 


section On applications of portable or 


fixed equipment, plus circuit diagrams 


let alone wire or cable! of various series units make bulletin 


ARROW STAPLE GUNS can't damage wire or valuable sales tool and reference 
cable because driving blade automatically stops staple at 
right height! That's why Arrow Staple Guns are proved 
safer on jobs all over the country. And Arrow staples have 
tremendous holding power because they're rosin-coated, 
have diverging points that lock into wood 


ource. Write to Superior Electric 
Co., 83 Laurel St., Bristol, Conn 


Control Centers—-Bulletin on “Uni 
trol’ motor control centers is pro 
fusely illustrated by photographs of 


7-25 (shown) for wires up to 14” in diameter, (Hi-Fi wire, radiant 


heating, bell, thermostat, telephone, intercom, etc.) tapered striking different units. Bulletin also includes 
edge gets into tight corners. Uses 4”, \,”, and \,” staples, List $1 instructions for laying out Unitrol 
7-258 For burglar alarm wiring. Drives staples flush List $15 lud f 
nte 
7-75 For non-metallic sheathed cable, Rornex cable or any other control centers including samples o 
object (such as copper tubing) up to ',” in diameter. Uses %, layout sheet used to facilitate installa 
%", and %” Arrow staples . . . List $15 tion and use of “Unitrol Available 
ARROW FASTENER COMPANY, (NC. from Cutler-Hammer, Inc., Mil 
ONE JUNIUS STREET, BROOKLYN 17, ¥ waukee |, Wis 


7 REASONS wHy| POWERCRAFT 


Stocks for immediate shipment 


YOU'LL ALWAYS SELL PRIMARY BUS SUPPORTS 
MORE XCELITE SCREWDRIVERS! 


j 3 SIZE is Clearly marked on han 
die. Easier to select the correct 
sie easier to reorder Number 
= le tal lumber 
3 A : B on handle is catalog numb 


1 “a’’ shows perfect rectangle of ACELITE Tip, insuring grip in screw 
stot 8’ shows ‘‘dubbed-off’' result of ordinary grinding, which 


tends to lift tip out of screw under turning pressure 


2 CROSSWISE grinding Always 
a source of tip breakage XCELITE 
grinding method with 

grain running lengthwise on 
blade, gives you perfect 
fit in the screw slot 


4 HANDLE of gen 

uine XCELITE plas 
tic. Full man-size 
Comfortably-shaped for 
grip and balance 


5 FLANGE 6 Contorm to NEMA standards Available for 
blade os to sign) prevents turning indoor G outdoor service, tor cable tubing G 
handle, resists of biede in handle bus bar in single or double configuration, for 
shock of pounding any type of mounting, and all standard volt 
ages Inquiries for special bus supports are 
invited 

Are you getting yeur share of the con 

BLADE brecision Stantly expanding volume of profitable 
7 forged of SAE 6150 XCELITE business? Write us teday for OTHER POWERCRAFT PRODUCTS: 
a Chrome Vanadium Elec details and prices. You'll always se!| mere Indoor G outdoor type disconnecting switches 
tric Furnace Stee! XCELITE Tools! bus clamps power connectors, pipe trame 
fittings for I'4 1PS pipe, and spool in 


sulator cable supports 


XCELITE, INCORPORATED 
Dept. A, Orchard Park, N.Y 


Send for new catalog 


Powercraft Corporation 


2215 De Kolb St, St. Lowls 4, Mo 
Phone PRospect 6-4532-—-Since 1932 


In Canada — Charies W. Pointon, Ltd 
6 Alcina Ave., Toronto, Ont 
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Heavy Duty Relays— Illustrated book 
let (8-pages) concerning new Arrow 
Hart line of type IMP and FMP heavy 
duty aphs as 


relays, includes photog: 


well as diagrams and dimensional 
drawings. May be obtained trom the 
Arrow-Hart & Hegeman Electric Co 


103 Hawthorne St., Hartford 6, Conn 


liming Devices-— New condensed cat 
Mark-lime” line of 
switches and 
available from M. H 
30 Bartholomew Ave 


alog of timers 
com meters ts 


Rhodk Inc 
Harttord 6 


timing 


Conn 
Conductor Stringing Blocks — ntir 
catalog devoted to blocks, sheaves 


and crossarm rollers tor stringing elec 
Included ime the 
Sheave with ad 
justable crossarm bracket, blocks 
hooks locking 
custom engineered items 
Sherman & Reilly Inc 
Tenn 


trical conductors 


Universal Stringing 
with 
hand line Safety heads 
and other 
Write to 
( hattanooga 
Lighting catalog 
beam 


Equipment 
includes Steber line of 
floodlights 


SCT VICE 


scaled 


lamp components 


high bay lighting units station 


lighting equipment and reflectors 


along with contractor-dealer net 


Available on 
Broadview, 


prices request’ from 


Steber Mtg. Co 


You CAN 
REST ASSURED 
YOUR 
CUSTOMERS 
WILL HAVE 
THE BEST 
POWER 
BLACKOUT 
PROTECTION 


STANDBY 
POWER PLANTS 
Katolight can fu 


ynits to meet 


yecial as well a 

anda equi 
ment Bul 
ighest ta ard 
f ependability 


help you cline more 
Sizes to 400 KW for every 
PORTABLE POWER PLANTS 


rugged. low-cost Katolight 
fo 


Handy 
Portable Plants makes power 
any job available anywhere Capa 
ty to handle urge oof =6heavy 
tarting loads and all power too 
equipment Size 450 te 
Watts and up 


MOTOR GENERATOR SETS 


0. C. 15 to 1200 cycle Wide 
ize inge 


ROTARY CONVERTERS 
Change D. C. to A C. Widely 


used in communications. researct 
aircraft boats 110 
watts ' tandard special 
frequencies or voltage 2 


WRITE TODAY FOR BIG NEW FOLDER! 


KATOLIGHT CORPORATION 
Box 891-92 Mankato, Minnesota 
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CIRCLOC 


power cable 


OR quik k, easy, economical] 
or relocation of 
power feeders, specify Circloce 
Interlocked Armor Cable. Installs 
without conduit on simple sup- 
ports, Trains around 
corners and obstructions for long 


Available in 
No. 6 AWG to 750 MCM 
Copper Conductors 
up to 15,000 volts 
Varnished Cambric or 
Buty! Rubber Insulation 


easily 


; ; runs. Provides its own armor 
Steel, Aluminum or for mechanical protection 
Bronze Armor against damage. 
NEW WIRING 


CALCULATOR — FREE/ 


Send today for this nandy, useful 
wiring aid. Gives conduit sizes, 
amperage capacities, and helpful 
motor running data 


@CIRCLE 


PLANTS: Maspeth and Hicksville, N. ¥. SALES OFFICES: In all principal cities. 
5500 Maspeth Avenue, Maspeth, N.Y. 


WIRE & CABLE 


a subsidiary of 
Cerro pe Pasco 
CORPORATION 


Dept 


Builders, Contractors like to Sell, Install 
these New Radio-Intercom Systems 


astare MUSI-TALK 


Sell... because MUSI-TALK adds 
to the value and sales-appeal of 
every house. It's the “big extra” 
certain to clinch a sale! 

Install because MUSI-TALK 
installation kits and electronic 
kits may be purchased sepa 
rately thus saving % on original 
investment. There is no ware 
housing problem 


6 Tube, trouble-free printed circuit radio 


© Direct remote-to-remote communication 
e Remote stations can or ginate calls 
© Smartly styled in brushed copper 

Complete M TALK systern nsists of installation bit (plaste 


bores, 200 of wire and hardware) and electronic 


remote 


OF “FANFARE” INTERCOMS AND PHONOGRAPHS 
98 BERRIMAN ST., BROOKLYN VY. 


Toronto 


in Canada, Actwe Radio & TY Dist he Spadina Ave 
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| 


NEW PRODUCTS YOU CAN USE 


Inventory Control Folder 
J u Decker Co P.O Box 93 
Hoopeston, Ill 


“Stock Count Folders printed on 


heavy manila, provide space for keep 
ing stock movement on 144 items per 
folder Folder suid to show buying 


or selling history “at a glance,” and 
also facilitate filing of pertinent in 
with 


formation to be discussed 


custome! 


Reel Lifting Device 
Hhykon Mie. Co P. O. Box 923 
{/liance, Ohto 


Complete reliability is the one thing we demand from a Manufacturer stresses increased safety 

fire alarm system. Therefore, when ordering Interior Fire Alarm Systems, factor in new Reelift Raises reels up 
be sure to specify equipment (control panels, stations, and fire alarm to 48-in diameter and tl-in wide 
bells) produced by Wheelock Signals, Inc., the originators of According to company, device, Model 
A-C Fire Alarm Systems. R13) eliminates need for impro 


vised jcit ks and provides Cusy handling 


Both coded and non-code types are available in various ar- 
for broken flange reels 

' rangements depending on type of building or establishment. 
ngineering 

Although Interior Fire Alarm Systems ore intended primarily . 
representative 
Self-Adhering Markers 
in principal cities for warning occupants of a building, they can be connected 

are available to into a municipal system, Write for Bulletin FA 5 Westline Products dis Western 
assist in specifications Lithograph Co., 600 FE. 2nd St., Los 
Inveles 54, Cal 


Signa! Engineering & Mig Co. has changed ite name to 


Selft-adhering numbers, letters and 
sign for marking bins, columns 


shelves, fixtures, equipment, etc., may 


he applied with only simple pressure 


if STRINGER 
Tool Pouches 


WRITE 
FOR 
COMPLETE 
CATALOG 
SOLD THRU 
WHOLESALERS 


TILITIES SAFETY SUPPLY CO. INC. 


LEE‘S SUMMIT, MO. 


SPECIALISTS 


ELBOWS large Radius, : P-L WIRING DEVICE DISPLAY NO. 5 L X 


Standard Radius, EMT 


PIPE NIPPLES 
RUNNING THREAD PIPE "AND PRICES WRITE) BRAZING 
WALL PLATES * GOOSENECKS WELDING 


| L. B. ALLEN CO., INC. 


MANUFACTURING RCORP 9301 W. BERENICE STA. 
1455 Spring Garden Ave. PITTSBURGH 12. PA Hick 1 BOX 96) SCHILLER PARK ST 


METROPOLITAN, CHICAGO ILL 
128 
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SALES AIDS 


General Electric Nela Park 
Cleveland 12 Ohio [his tall Gl 


SYNTHETIC COVERED LIQUID TIGHT 


concept for sale and use of fluorescent 


lamps in the home. Same name will bh @ EXTRA FLEXIBLE CONDUIT 


be applied to particular type of fluos 


escent lamp available in many shapes 


and sizes, and in readily identifiable 


Sleeves said to simplify selection of 


correct fluorescent lamp without need 


of such terms as “standard, warm Type U-20B 
cool, etc Merits of this line will be Black Cover 
featured in GE Lamp division's fall 


merchandising program 


Type U-20G 


Electric Mfg. Co., Ine., 23-10 Gray Cover 
Bridge Plaza South, Long Island City > 
| New tangerine color cat 
log binder is, according to company Now available in 1000-foot non-returnable reels in the Ye", Vo 
easy to spol on a crowded desk of and Y, conduit sizes 
shelf. It 1s designed tor insertion of 
all literature issued by Eagk Offers greater convenience in serving your odd lot buyer 
Moe Light division, Thomas Indu and reduces off end accumulations 
tries, Inc., 410 8. 3rd St., Louisvilk Ask for Distributor Catalog EPB-3. 

Ky bree custom design service and a 


modular showroom units are two new 


lighting fixture showroom ideus trom 
Moe Light. The first is a service of 


tailoring displays to the customers 


exact needs. The second are standard 


ized, interchangeable “add-on” units 


2107 South Kedzie Ave Chicago 23, Illinoi« 


that can be combined into any size o 


Shape display 


CLAMP... LOCK 


CONNECTIONS 


This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Ports 


Easily and Speedily 
Installed 


Sturdily Constructed 


FAST! FLEXIBLE! SIMPLE! 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Res 
1,000,000 


tont 


CM 


Sizes Up to 


Approved by Engineers 


Job 


Specify K&H for YOUR Next 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 
KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 


Write today for new catalog and prices! 


THE HUENEFELD CO. 


2703 pong Grove Ave Cincinnati 75. OF 
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BOOK REVIEWS 


Practical Office Timesavers 


Compiled by Arthur H. Gager 

National Office Management Association 
McGraw-Hill Book Co. 

New York, N. Y 


ver interesting and helptul 
il ivgregauion ot practical 
method levised and used by the 
office management staffs of organiza 
ons belonging to the NOMA. It ts e 
ndexed for asy use into different 
ection uch a billing, mating 
filing, reproduction, ordering. Cer 
Fo K's tainly any average office with its 
minor inefficiencies will be able to 
benefit from some of the more than 
co PLETE LINE OO ideas, ranging from the obvious to 
he imveniou presented here 


answers 305 pages 


Long Warm Weather Cycle 
Ahead 

Hideo Nishioka 

International Economic Research Bureau 
New York, N. Y 


AML of your 
TIME\SWITCH 
problems 


According to Prot. Nishioka we are 


. | entering a warm weather cycle, repeat 
ing cycles of three previous A. D 
enturies. In this book he discusses 
the etfect it will have on various fields 


of interest, including business 


92 pages 


SEVEN DAY DIAL ASTRONOMIC DIAL 


PLAIN DIAL SKIP-A-DAY DIAL 
time daily { 
lay Jay t 


Same on-off time daily 


NO ACCIDENT A 
Oar 


AVAILABLE IN SP, OP, 3P, SPOT, OPOT, 2 CIRCUIT AND MOMENTARY CONTACT SWITCHING 


TORK’S complete line pro- 


vides the widest practical variety of 
timing dials with rugged switches and 
all-purpose enclosures to meet any on- 
off control application. In the simplest 
or most complex automatic installa- 
tion, TORK is best suited for your 
specific requirements. 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


* Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illas- 
trated 


Made of indestructible spring steel 
wire Nothing to break, get out of 
order or replace. Will last indefinitely 


GETS-A-LITE GUARD 
NEVER removed 


(ince installed 


AND GUIDE is 


Nothing to unlock, fuss with or lock, 


when changing lamps 


GETS-A-LITE GUARD AND GUIDE 
actually «steers lamp into socket, en 
abling maintenance man to change 
lamp in 16 seconds! 


Available for 40 watt and 100 watt 
fluorescent lamps 


ECONOMICAL 948, $10.95 list 


Guaranteed 3 years 


‘MEW ept or complete catalo 


PLAY SAFE USE THE BEST 


GETS-A-LITE Company, Dept. EW-87 
3865 N. Milwaukee Ave, Chicago 41, Ill 
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ARE YOU 
LOOKING 
FOR... 


Manufacturers of Busways! Remote Control 
Switches! .. . Any other electrical products! 
Who makes a particular brand! 

Address of a manufacturer! 


other where-to 


electrical 


Or any 


buy 


informaiton 


produc / 


.. « Then reserve your copy of the new 
1957 ELECTRICAL PRODUCTS GUIDE... . 
published in Mid-Sepiember by Elec. Con- 
str. & Mice. 


hie EPG organized and indexed 
to bee Ip quickly find the infor 
Mnation you want when vou want 
it The ections imelhude 

COMPANY & TRADE NAME DIRECTORY 
Names & complete iddresses 
electrical product manultacturer 
listed tlphabetic together wit 
ill trade name 

PRODUCT SELECTION DATA 
Companies advertising their prod 
et in this seetion 

PRODUCT DIRECTORY 
10) produet will 


Distribution 
lranstormation & 
Switching & Control 

Protective 
Devices 
Conductors & 

6. Motor & Cenerators 

Lighting 


1. 


Cronversion 
Wiring 


Kas erway 


Signal, Communication & In 
kquipment 
Ventilating 


Conditioning 


dicating 
Heating 
Maintenanes Kepai & Priv 
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Reserve your copy of the EPG 
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several for your office & staff— 
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8 East 36th Street, New York 16, New York 
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income will 
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ls it complete? 


Are you expanding it? 
Making Replacements? 


Naturally, you are anxious to secure the most 


men with special traming that will make them an asset to your organization 
contact such men through an advertisement in thes Employment Opportunities Section of 
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YOUR MOST DEPENDABLE 


Preferred by more contractors today, because 
ARROLET's products answer modern instolla- 
tion problems, saving time ond costs 


HANDY BOX with 
MOUNTING BRACKET 


/," deep Made with 
new type angle bracket 
for quick accurate 


installations 


Cat. Mo. HB-10-BA 


ROUND BOX 


y," deep With or 
without stud for use in 
ceiling or wall construc 
tion where very shallow 
box is needed 


Cat. No. 11-5 


NON-GANGABLE 
SWITCH BOX 


For thin wall 


1'/," deep 
or concrete block con 
struction. Available with 
40's for use with 
conduit May be nailed 
on of can be had with 


Cat, No. 200 


several types of brackets 


ARROVAL 
FITTINGS 


Oval type, threaded, for 
standard rigid conduit 


in and 1” 
t Covers and gaskets avai! 
a@ able in various sizes and 
types 


ARROLET products are available 
in an unlimited number of combi 
nations, types, sizes and wiring ca 


yacihes to fit any job specification 


When you have an installation 
y 

problem not covered by our stand 
ard line, our engineers will design 


special units to your specifications 


Write for Our New Catalog. 


MONTGOMERY 
PENNA 
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ORLEANS, LA. * NEW YORK, WY. * NEWTON CENTRE, 
MASS. * *PHILADELPHIA, PA. * ROCHESTER, WY 
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Here’s WHY... 


We would be compelled to increase 
our sales force by at least 300 men 
if we were to cover direct all con 
tractors, dealers and industrial plants 
now visited by the wholesalers’ sales 
wi men 
| ah 
piymow Our offee force would have to be 
S es augmented tenfold to take care of the 
Tap = numerous smal! billings that would 
be required —also our packing and 
wore « shipping force would have to be much 
- larger 


HoLes sLERs We could not hope to furnish the 
w prompt service and efhciency given 
you by your wholesaler who main 
tains enormous stocks in your ter 

ritory 


We save money by distributing Slipknot Friction 
Tape, PR. Splicing Compound and Plymouth Plas 
tic Electrical Tape through your wholesaler 
therefore you save, too The wholesaler is the 
backbone of American industry without him the 
cost of distribution from manufacturer to you 
would in most instances be prohibitive 


[; or the past 61 years, this has been our written policy for all to 
see. More than a million copies of this pamphlet have been dis 
tributed to tape users throughout the world. A supply, imprinted 
with your name, is yours for the asking. 


One more reason why Plymouth Tapes lead the industry 


Makers of SLipKNoT ... most widely used friction tape in the world 


PLYMOUTH RUBBER COMPANY, INC. 


wince 


CANTON, MASSACHUSETTS 


ny k up me handise when 
u need it thus reduc ing your 
ckroom expenses and depreciation 


If you are wales 

a metropolitan 

your local wholesaler el nates 
harges for freight and cartage 
wholesaler buy quantitve ! 
sdvantape lowest rates a 


eelling proces reflect these 


This bullets 
attempt t 
in the minds of e that 


lirect buying is a privilege 
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Few of us buy a product just to own it. Generally 
we buy the benefits a product can give us. 


Take the example of the appliance salesman try- 
ing to sell a clothes dryer to a housewife. 
& ; 


He bore down on the reputation of the maker, 
how the hot air circulated and other mechanical 
details—but NO SALE. 


Then he changed tactics. He told how clothes 
could be properly dried regardless of outside 
weather. How instead of carrying a heavy basket 
out into the yard, she simply moved the clothes 
from the washer to the dryer. He remarked on the 
added leisure time she would have. 


He MADE THE SALE, Being curious as to what 
part of his sales talk really “clicked”, he asked. 


The buyer explained that she had never felt the 
need of a dryer and that his talk of the maker and 
the construction of the dryer were of little interest 
—but she said, “When you explained how it would 
save me running up and down stairs and how | 
could dry clothes in any kind of weather, I saw 
what a help the dryer would be to me.” 


The point is; no one really wants a product— 
they want THE BENEFITS a product can give 
them. 


BUSSMANN MFG. DIVISION 
ANOTHER McGrow-Edison Company 
OUTSTANDING Se. teuvis 7, 
DEVELOPMENT 
BY THE MAKERS OF 


BUSS FUSES 


TO BEAT COMPETITION 


BENEFITS 


NOT "HOW IT IS MADE" 


How you can apply this idea 


to selling industrial products 


Well, take FUSETRON fuses for 
example. Point out how they elimi- 
nate needless blows and costly pro- 
duction shutdowns, how they protect 
against damage from single phasing, 
how they permit new loads to be 
added to old circuits, how on new in- 
stallations they can often save valu- 
able space . . . benefits, benefits, 
BENEFITS .. . that’s what sells . 
that’s the kind of story that closes 


sales. 
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